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ABSTRACT 
The aim of the study was to identify the driving forces of the South African construction industry for 
registered cidb Grade 9 companies. The next objective was to identify the critical success factors 
(CSF) that are required to be used by the forward-looking and pro-active cidb Grade 9 companies. 
The most important critical success factors were then highlighted to form a core group of CSFs for 
construction industry. From this core group of CSFs an attempt was then made to identify business 
strategies that can assist companies in gaining a competitive advantage in the construction 
industry of South Africa. 
The research was based on the problem statement from which the sub-questions and hypothesis 
were derived. The primary data was collected through a mixed method of quantitative and 
qualitative research. A ontological philosophy was used for the research to effectively collaborate 
with the mixed method of research used. The approach of the research was a mix of both inductive 
and deductive, as it pursued to identify the forces and factors dominating the construction industry. 
The study subsequently determined what business strategies best suit these results.  
The research questionnaire was distributed between senior managers of grade 9 cidb construction 
companies and found that the most eminent driving forces of the industry are political and 
government decision making, as well as economic conditions. The CSFs showed a clear indication 
of what the respondents perceived as the most important factors. Although there have been many 
advances in technology and processes over the years, the most important CSF for contractors are 
still the processes of bidding and tendering and the factors relating to these. 
The qualitative research portion of the study was an investigation on what business strategies were 
best related to the key driving forces and most important CSFs. Interviews were held with directors 
of cidb grade 9 construction companies. The themes that were identified from the analyses of the 
qualitative data were that business strategies relevant to differentiation, diversification, cost 
leadership or hybrid were seen as the most effective for construction companies. The bidding and 
tendering process is not merely the same process that it used to be. Frequent reviews of what the 
industry is going through have also become a major necessity.  
The research was limited to companies registered as grade 9 with the Construction Industry 
Development Board. The research is seen as valued as the construction industry is highly 
important towards the development of the economy of a country and the impact that it has on 
communities 
KEYWORDS: cidb Grade 9, Critical success factors, Driving forces, Business strategy, South 
African construction industry. 
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CHAPTER 1 
THE PROBLEM AND ITS SETTING 
1.1 INTRODUCTION 
The construction industry is once again going through a difficult time during which companies are 
struggling to make ends meet. The Industrial Development Corporation (2019: 12) reports that the 
construction industry has been badly impacted by the economy’s poor fixed investment activity. 
The weakening economic environment has caused cutbacks on capital expenditure in both the 
public and private construction sectors.  An annual report by PricewaterhouseCoopers (PWC) 
(2016: 24) on the construction industry of South Africa indicated that the eighteen months leading 
up to the end of the financial year had been incredibly difficult for the industry.  Of South Africa’s 
seven biggest contractors, only two had been able to increase their market value over the previous 
five years. The five that had not been able to perform have had the following drop in value: Murray 
& Roberts - 45.86%, Aveng - 83.98%, Group Five -19.91%, Basil Read -92.23%, and Stefanutti 
Stocks - 73.96% (PWC, 2016: 24).  
The South African Reserve Bank (2019: 21) reveals that business confidence in the construction 
sector has deteriorated significantly amid declining profit margins and rising defaults within the 
industry. The construction sector experienced one of its biggest declines in business confidence 
during the first quarter of 2019. The continuous decrease in expenditure on new projects along with 
the need to reduce profit margins and the increase of regulatory scrutiny has put immense 
pressure on companies in the industry. They are required to halt their current way of business in 
order to regroup and reconsider their optimal strategy and group structure. Only a mere handful of 
the leading construction companies in South Africa have been able to show growth and success 
during this slump period the industry has experienced (PWC, 2016: 24). 
The booming period that the construction industry in South Africa experienced leading up to the 
2010 Fédération Internationale de Football Association (FIFA) World Cup, is discussed by 
Heymans and Van Niekerk (2016: 1). The market, according to Heymans et al. (2016: 2), became 
infatuated and stocks of construction companies had amazing streaks. Bulelani Ngcuka, chairman 
of Basil Read in 2007, is quoted as follows during this period: 
"Increased government expenditure has translated into an abundance of work and this 
looks set to continue in the medium to long-term. In fact, it is the view that the current 
boom will last for the next 10 to 15 years." 
South Africa's economy is described by Heymans et al. (2016: 2) as emerging after it had gone 
through a long period of underinvestment. Now almost ten years later nearly everything that could 
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go wrong in the construction industry has occurred. Construction companies could not cope with 
the boom that the industry had experienced. The situation was so bad that collusion was used 
when applying for tenders to manage the capacity of available projects. There was also the 
anticipation of large infrastructure projects stretching beyond 2010 that never materialised 
(Heymans et al., 2016: 1). 
During times of economic downturn or recessions, construction companies are advised to diversify 
their services in the sectors in which they choose to work, or even buy into complementary firms to 
broaden their capabilities (Buys & Van Rooyen, 2013: 18). There is also a need for the re-
alignment of resources so that they can cope with the low level of construction activity. The 
construction companies in South Africa have all been implementing these tactics when they have 
had to tighten their belts. Seven out of the nine largest construction companies in South Africa 
experienced a decrease in market capitalisation during 2016 (PWC, 2016: 1). For this reason, it is 
necessary to identify what the CSFs are that should be concentrated on when implementing these 
tactics to ensure being pro-active and remaining a step ahead of the competitors.  
Various sectors of the industry have their own set of CSFs which could differ regarding importance, 
but they could at the same time share some general success factors that have equal priority. 
However, there are some crucial components that construction companies must implement 
correctly so that they can achieve competitive results. Whether numerous different projects or 
ventures are undertaken by the company within the industry, some essential observations remain 
necessary in the management thereof. Misunderstanding these essential observations could lead 
to a company being beleaguered by difficulties, issues and problems (Hanafi & Nawi, 2016: 1-2). 
The study aims to identify the driving forces of the South African construction industry for 
registered cidb Grade 9 companies and the CSFs that are required to be used by forward-looking 
and pro-active companies. The most important CSFs which are most vital to success in the 
construction industry is highlighted. From this core group of CSFs an attempt is made to identify 
business strategies that can assist companies in gaining a competitive advantage in the 
construction industry of South Africa. 
1.2 THE STATEMENT OF THE PROBLEM 
The fact that so many of the largest construction companies in South Africa are struggling to make 
ends meet and to survive in the current economy is indicative of the necessity for them to change 
the way they do business and adapt to suit the needs of the market.  
Construction companies do not know what factors are important to be successful in an 
ever-changing market environment. 
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Not being able to adapt business strategy according to the CSFs necessary for success will lead to 
the downfall of companies as they will not be competitive, and their underperformance will continue 
until their demise.  
1.3 THE STATEMENT OF SUB-QUESTIONS 
1.3.1 SUB-QUESTION 1 
What driving forces are the most significant in the construction industry? 
1.3.2 SUB-QUESTION 2 
What are the most important construction company CSFs? 
1.3.3 SUB-QUESTION 3 
What business strategy is best suited to the current driving forces and CSFs in the construction 
industry? 
1.4 THE HYPOTHESES 
1.4.1 HYPOTHESIS 1 
The most significant driving forces in the construction industry are associated with economic 
growth. 
1.4.2 HYPOTHESIS 2 
The core group of CSFs relating to acquiring projects are most important for construction 
companies. 
1.5 THE OBJECTIVES 
The objective of the research was to gain a better understanding of how contractors in South Africa 
can improve their overall performance. This was envisioned to be achieved by answering the 
research problem in the following way: 
• To identify the driving forces of the industry that are currently most evident; 
• To identify the set of CSFs that are most important to contractors in South Africa; and 
• To identify what business strategies best suit the implementation of these CSFs. 
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1.6 DELIMITATIONS OF THE STUDY 
The research focused on the companies that are registered with the cidb on grade 9 level, 
including civil construction companies.  There are currently 116 civil construction companies with 
active registration in South Africa. (cidb, 2017)  
The target group will be the senior management to director level employees of companies that are 
registered as cidb Grade 9. 
1.7 THE DEFINITION OF KEY TERMS 
Critical Success Factors - The few things that must go well to ensure success for a manager or 
an organisation and, therefore, they represent those managerial or firm areas that must be given 
special and continual attention to bring about high performance (Boynton and Zmud, 1984:17) 
Cidb registration - The cidb is a government organisation that governs the standards that need to 
be maintained by South African construction companies. All South African construction companies 
are required to be registered on the cidb database, and are then graded from 1 – 9, with grade 9 
being the highest grading (cidb, 2000: 6). 
Industry driving force – These forces are the major underlying causes of change in an industry 
and of its competitive conditions (Thompson, Strickland & Gamble, 2005: 58). 
Cost-leadership strategy – This is defined as a business strategy that involves becoming the 
lowest cost organisation within a certain market activity (Johnson, Whittington & Scholes, 2011: 
200). 
Hybrid strategy – This is defined as a business strategy which possibly allows organisations to be 
between a low-cost strategy and a differentiation strategy, and is often used in aggressive bidding 
as an attempt to increase market share (Johnson et al., 2011: 209). 
Success – Can be defined as an favourable or desired outcome. (Merriam-Webster's collegiate 
dictionary, 1999) 
1.8 THE ASSUMPTIONS 
For the research, the following can be assumed: 
• Certain forces affecting the industry are more relevant than others and can thus be 
regarded as more influential driving forces. 
• Senior to directorial management of construction companies can indicate on which CSFs 
their business strategy is focused by means of completion of the questionnaire. 
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• There is a handful of CSFs that all construction companies need to implement to ensure 
success. 
• The main function of construction companies is to be successful in the construction 
industry. 
• Business strategy can be adapted according to the most important CSFs to gain a 
competitive advantage. 
• For a construction company to be registered by the cidb on a grade 9 level, they must have 
reached the highest level to work on in the South African construction industry. The 
requirements for a company to be registered as grade 9 by the cidb are as follows: 
o The largest construction contract completed in the 5 years preceding the application 
is required to be at least have a value equal to or more than R90 million. 
o There is no maximum value of a contract that a contractor is considered capable of 
performing. 
o The capital available to the company needs to be a minimum of R 40 million. 
o The company’s best annual turnover needs to be equal to or greater that R 200 
million. 
1.9 RESEARCH DESIGN AND METHODOLOGY SUMMARY 
The research was based on the problem statement from which the sub-questions and hypothesis 
were derived from the literature. The primary data was collected through a mixed method of 
quantitative and qualitative research. The development of the methodology for the research was 
based on the ‘research onion’ approach of Saunders, Lewis and Thornhill (2009). It was used to 
describe how to unpack the different layers of research regarding philosophy, strategy, approach 
and methods.  
A pragmatic paradigm philosophy was used for the research to collaborate effectively with the 
mixed method of research used. The approach of the research was regarded as both inductive and 
deductive as it aimed to identify the forces and factors dominating the construction industry and 
then further to discover what business strategies best suit these results. 
1.9.1 Quantitative – Questionnaire 
1.9.1.1 Design 
The questionnaire was designed to determine what senior managers and executives of 
construction organisations in South Africa view as the most influential driving forces of the industry 
and the most important CSFs. 
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1.9.1.2 Sampling 
The sample consisted of senior management to director level employees of cidb Grade 9 
construction companies. The necessary details of registered companies and their directors were 
sourced from the cidb website (www.cidb.org.za) where it is available to the public. 
1.9.1.3 Instrument design and data collection 
A comprehensive literature review was conducted to create a database of driving forces and CSFs 
that are evident and important in the South African construction industry. A draft list of the most 
frequently occurring driving forces and CSFs was drawn up from this database to be used for the 
survey questionnaire. The instrument chosen for the quantitative research was an online survey-
based questionnaire that was designed and distributed through Question Pro’s website 
(www.questionpro.co.za). The questionnaire was divided into four sections, namely demographic 
information, driving forces, CSFs, and comments. The development of the instrument was roughly 
guided by a basic process that Fleisher and Bensoussan (2015: 299) used for determining CSFs. 
 
 
1.9.1.4 Data analysis 
The data was analysed through descriptive statistical analysis. The respondents were asked to 
rank the driving forces according to the extent of their impact on the industry. They were then 
asked to rank the CSFs according how important they are regarding the decision making and 
success of their organisations. The driving forces and CSFs were ranked by means of a Likert 
scale, ranging from 1 to 5. The mean average was then determined for each driving force and CSF 
according to the responses and then they were ranked according to their mean average score. 
1.9.2 Qualitative – Semi-structured Interview 
1.9.2.1 Design 
The qualitative research was conducted through semi-structured interviews regarding selected 
sub-questions that could not be answered by means of the quantitative survey. The interviews 
were conducted with construction organisation directors to obtain their views and perceptions 
relative to the sub-questions and results of the quantitative research. 
1.9.2.2 Sampling 
The population of the qualitative data collection were the directors of cidb grade 9 companies that 
form part of the industry that was investigated. Directors whose details were available were 
contacted to request interviews. Interviews were then arrange with those that were willing and 
available. 
1.9.2.3 Instrument design and data collection 
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The instrument consisted of a semi-structured interview which was conducted on a one-on-one 
basis with the participants. The data was collected through interviews with the four directors who 
were willing and who made themselves available for exploratory research on the information 
gained from the quantitative survey. 
1.9.2.4 Data analysis 
Once completed, the interview recordings were transcribed. Content analysis was done on the 
data to thoroughly analyse and categorise the identified reoccurring ideas to highlight patterns and 
themes. The results were then interpreted to reveal their significance and how they relate to the 
literature reviewed. 
1.10 THE IMPORTANCE OF THE STUDY 
Anaman and Amponsah (2007: 951-961) state that the construction industry’s activities and 
outputs play a major role in the development of a country’s national economy and the industries 
within it.  Their studies revealed that the construction industry is an important driver for economic 
growth, and even more so in developing countries. They concluded that the industry brings 
together and effectively uses the human and material resources that are available locally for the 
development and maintenance of housing infrastructure which leads to local employment and 
supports the development of economic efficiency. 
The decrease in investment spending within the construction industry during slow-moving 
economic periods can cause the downfall of many small companies (Anaman et al., 2007: 953). 
This is due to a lack of available capital during these harsh times. In turn, this leads to employees 
being laid off and the unemployment rate increasing. This can have a major impact as Van Wyk 
(2004: 1) reveals the South African construction industry as being the fourth highest employer of 
workers having no formal qualification. 
A report by Nedbank in South Africa stated that the economies in developed countries went 
through a harsh recession during the last quarter of 2008 and into 2009 (Nedbank, 2009:4). A 
study done by the Construction Industry Council (2010: 1-3) on the effects of the economic 
conditions of 2009 on the construction industry had revealed that the output of the industry was 
relatively poor due to the recession. It caused a severe drop in investing in the private housing 
sector due to mortgage lending becoming stricter as well as the uncertainty in house pricing. The 
recession also had negative influences towards the labour market and caused employment rates to 
fall dramatically. 
More recently, the collapse in the oil price in 2015 has caused most energy companies globally to 
slow down, delay or even completely call off their major projects. It has also led to commodity 
prices dropping drastically as well as a large decrease in capital spending in the mining industry. 
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This continued global instability will most likely push the construction industry’s revenue down from 
what it has been in previous years, thereby stalling the recovery that it has made since the 
previous collapse it went through during the 2008-09 financial crisis (Dann, Goetjen & Van der 
Berg, 2016: 4). 
PWC’s (2016:15) research on the South African construction industry up until November 2016 
revealed that economic conditions had contributed to liquidity problems experienced by 
construction companies, which influenced the cash outlays that were needed for new projects.  
Recent studies by Dann et al. (2016: 5) have concluded that historically engineering and 
construction companies struggled to put themselves above the predictable cycles of growth and 
decline, as well as trying to create ways of producing consistent performance and profitability. 
Their view is that companies have not adopted the correct business strategies that address the 
common problems that face the industry directly.  
These reports all show the importance of the construction industry towards the development of the 
economy of a country and the impact that it has on communities. It also shows that the industry is 
similarly highly impacted by volatile external factors such as economic conditions. The success of 
construction companies can thus have major effects on more than just the parties directly affected 
by its performance, and it is thus important for companies to keep on developing and improving 
their business strategy. 
1.11 TREATISE STRUCTURE AND OUTLINE 
This treatise consists of five chapters. 
1.11.1 Chapter 1: Problem and its setting 
Chapter 1 of the study provides a background to the study and introduces the statement of the 
problem. It furthermore states the sub-questions to be answered by the study and delimitations that 
have been experienced and assumptions made.  It then provides an overview of the proposed 
research design and methodology to be used to obtain the primary and secondary data required. 
The chapter is concluded with a statement of the importance of the study and why it is regarded by 
the researcher as necessary and relevant. 
1.11.2 Chapter 2:  Review of related literature 
Chapter 2 provides a literature overview of the construction industry’s performance, driving forces, 
CSFs and business strategies for the construction industry. The characteristics of the construction 
industry are discussed along with the traditional strategies and views of success in the industry.  
Mention is further made of what the historical business strategies were and how success was 
achieved in the industry. 
The problem and its setting 
9 | P a g e  
 
1.11.3 Chapter 3: Research methodology 
Chapter 3 presents the research philosophy and the methodology of the study. The methodical 
structure of the research is based on Saunders, Lewis and Thornhill’s research onion. This chapter 
explains the research philosophy that was used for the study and the reasoning for the research 
approach that was taken. It further explains that a mixed method was used for the research by 
making use of both qualitative and quantitative research methods. The quantitative research was 
conducted through a questionnaire survey and the qualitative research through semi-structured 
interviews. The chapter is concluded by explaining the reliability and validity of the study and the 
methods used, as well as what ethical considerations were undertaken. 
1.11.4 Chapter 4: Results, analysis and interpretation 
Chapter 4 deals with the reporting of the findings of the quantitative and qualitative data 
collections.  The demographic and sample descriptions are presented and are followed by the 
analysis of the responses. An interpretation of the results is then made and tested against the 
original hypotheses of the study to either prove or disprove them.  
The qualitative data that was gathered by means of semi-structured interviews is then analysed. 
Coding is done to identify any themes that appear throughout the data. The themes are then 
compared to the literature review data to confirm and interpret the results. From the results a 
resolution is developed regarding the research question. 
1.11.5 Chapter 5: Summary, conclusion and recommendations 
Chapter 5 covers a summary of the study and the conclusions that were made regarding the 
research objectives of the study. Thereafter, the limitations of the study are stated, followed by the 
recommendations and suggestions for possible further research. 
Literature review 
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CHAPTER 2 
THE REVIEW OF THE RELATED LITERATURE 
2.1 INTRODUCTION 
The nature of the construction industry is dynamic as a result of the uncertain factors on which it 
relies such as budget, technology, duration and the development process (Saqib, Farooqui & Lodi, 
2008: 394). The characteristics that are industry specific and make it unique compared to other 
industries also majorly affect the industry stakeholders should the industry fail to perform 
adequately (Elattar, 2009: 549). Some of the crucial characteristics of the construction industry are 
presented by Chan, Scott and Chan (2004: 153) as being the following: 
• Numerous parties are involved in the delivery of a single product; 
• The industry is slow to innovate or develop technologically;  
• Usually, the design, construction and maintenance are undertaken by different parties; 
• Products are long lasting and call for routine upkeep; 
• Product delivery is tough and involves large quantities of information, disputes, and 
ambiguity. It thus entails thorough management; 
• The origin of construction products is not always from the client, in contrast to the general 
norm of the industry; and 
• It is highly subjective to social, political and environmental changes. 
Traditionally, the success of companies in the construction industry has been ascribed to focusing 
on the planning and execution of projects.  These projects then have success parameters, such as 
time, cost, and quality, to mention a few. Over time, owing to the changing business environment, 
the crucial focus has shifted towards corporate success to remain competitive in the environment 
(Arslan & Kivrak, 2008: 43). 
In an article by Kent, Van der Berg and Sobolewski (2017: 5), they state that engineering and 
construction contracting has been changing in multiple ways and that this has led to new 
challenges for management teams in the industry. One clear shift that they discuss is the migration 
to lump sum, turnkey (LSTK) contracts and public-private partnership (PPP) projects. These allow 
for the risks associated with the project and its costs to be carried by the contractor with a 
guarantee of operational readiness. Some of the top–performing firms have been able to adapt and 
are getting better with LSTK contracts. However, there are some firms that have not fully grasped 
the concept and have, for example, been absorbing the risks associated with LSTK contracts but 
have not been effectively factoring the extra contingency costs into their bids. 
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The PPP projects create changes in the ways that firms need to work, whereby they assume 
greater financial risk but at the same time gain access to new potential opportunities. Success in 
these projects relies much on partnering directly with the public-sector entity on a continuous basis, 
rather than just for the construction phase of a project life-cycle (Kent et al., 2017: 6). 
Construction organisations need to be responsive and dynamic to adapt to the ever-changing 
business environment of the industry. As the environment develops and changes, different 
corporate strategies are demanded. This, in turn, requires the firms to restructure their operations 
to ensure that they adapt to the environment. Thus, management would have to adopt different 
management styles and the managing teams would need new ways to solve problems that may 
arise (Shakantu, Zulu & Matipa, 2002: 133). 
2.2 DRIVING FORCES 
Driving forces can be described as the external factors that might cause, or are causing, changes 
to organisations and to the livelihood of an industry. These factors are also completely external to 
the system of interest of the stakeholders in the industry as they are mostly beyond their control. 
These external forces can include fluctuations in social, technological, economic, political and 
environmental factors (Sellamna, 2014: 1). 
Sun, Mitra and Simone (2013: 5) indicate that researchers have variously documented a distinct 
relationship between the stages of economic growth and the demand for construction. Their 
studies also show that construction demand is significantly lower in countries and areas with less 
developed economies. They also indicate that during the expansion phases of the economy, the 
growth in the demand for construction surpasses the rest of the economy and thus increases as a 
share in the gross domestic product (GDP). As economies start to mature, the construction 
demand increase slows down and then leads to a construction share decline. 
Bossink (2004: 7) identified the following four categories of drivers of innovation in the construction 
industry:  
• Environmental pressure – Influences that force and stimulate organisations to innovate; 
• Technological capabilities – Technical factors enabling organisations to develop innovative 
products and processes; 
• Knowledge exchange – Arrangements that facilitate the sharing of knowledge and 
information that is required to innovate in and between organisations; and 
• Boundary spanning – Initiatives to co-innovate across boundaries of departments. 
Bossink (2004: 12) found that companies that focused on driving innovation through these 
categories on all company levels helped to develop, improve and renew the organizations’ position 
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in the market, the quality of projects produced by the organizations, and the cooperative structure 
of the relationship with industry as a whole. 
According to Bankwest (2015: 5), in Australia, the following four main forces were found to drive 
the construction industry: 
• Affordability and loan rates: As property markets increases, so does the demand for new 
construction and construction services. 
• Approvals: As the approval rates for developments increase, especially for multi-level 
buildings, it is likely that the demand for building construction and construction services 
would increase. 
• Total labour force: Growth in the labour force increases the demand for non-residential 
property construction. 
• Retail turnover: Increasing turnover leads to demand for non-residential construction to 
increase, as retailers require new premises.  
In Germany, the European Commission (2017: 3 - 6) identified the following to be the main drivers 
of the construction industry, namely productivity, profitability, employment, business confidence, 
domestic sales, the export of construction-related products and services, access to housing, 
access to finance in the construction sector, and infrastructure. 
2.3 REVIEW OF IDENTIFIED DRIVING FORCES 
2.3.1 Productivity and profitability 
Productivity and profitability have always been expected to be critical measures that are used 
to judge success in the construction industry. Productivity relates to reaching the target of a 
high return on resources and a high standard of living, and profitability refers to yielding a 
profit from work produced. They are traditional measures although they do not provide an 
adequate assessment of whether a nation’s construction industry is fulfilling its goals and 
commitments (Henricsson, Ericsson, Flanagan & Jewell, 2004: 2). 
2.3.2 Employment 
During periods of high unemployment rates and depressed economic growth, governments 
tend to promote the funding of infrastructure projects that are labour intensive. This helps the 
effective functioning of the economy by promoting employment and stimulating economic 
growth. Thus, by reducing the unemployment and transferring skills to those working on the 
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projects, the construction industry is also boosted by more projects becoming available 
(Economic Analysis Unit of SRM, 2012:6). 
2.3.3 Business confidence 
The business confidence index (BCI) is used as one of the critical early warning indicators of 
many industries. It is calculated based on monthly and quarterly surveys of what the current 
business expectations of the business executives in the industry are and the business 
conditions experienced. It also indicates the present business situations and the anticipated 
developments of the immediate future of the industry (Luong & Vixathep, 2016:2). Leduc 
(2010:3) suggests that business confidence does not only react to the fluctuating economy 
but that it also independently causes economic movement distinct from the economic 
fundamentals. He further elaborates on the psychological factor of confidence in that when 
people are confident about the future, they tend to increase their efforts of consuming, 
investing and working. 
2.3.4 Access to finance in the construction sector 
The construction industry could face great challenges when required to finance business 
operations during a financial crisis and when banks impose stricter capital requirements. 
Construction organisations can minimise their dependency on bank finances by ensuring 
payments in advance or in instalments to keep their cash flow consistent. For construction 
organisations to have relatively positive overall finance conditions, low indebtedness is 
required in the sector (European Commission: 2017: 6). 
2.3.5 Infrastructure 
When extensive and efficient, infrastructure can form the backbone of an economy. Its 
development has the potential to change social, physical and economic structures in a 
country without relying too much on international trade. In South Africa, the government 
drives infrastructure development in order to inspire economic growth and improve 
employment conditions (Economic Analysis Unit of SRM: 2012: 3). In Black, Hashimzade 
and Myles (2017: 85) infrastructure is defined as:  
“The capital equipment used to produce publicly available services, including transport 
and telecommunications, and gas, electricity and water supplies. These provide the 
essential background for other economic activities in modern economies; the fact that 
they are not available or reliable is a characteristic of less developed countries (LDCs) 
and handicaps their development. Infrastructure services are generally either provided 
or regulated by the state.” 
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The World Economic Forum (2016: 12) regards infrastructure as challenging for the future as 
aging infrastructure in developed countries requires constant maintenance and rehabilitation, 
and emerging economic countries have a fast-growing societal need for infrastructure. This 
creates an immense opportunity along with responsibility for the construction industry. 
The European Commission (2017: 8) report on the construction industry concludes that the 
industry will remain strong should there be a continued increase in the demand for private 
households and government spending. Furthermore, the increase in production and employment in 
the construction sector in 2017 was driven primarily by the investment in the construction sector. 
Erdogan, Abbott and Aouad, (2010:10) report that advances in information technology continue to 
offer new solutions to the construction industry by means of improving processes and enabling 
automation and effective decision making. This can be regarded as a key driver of change and 
success in the industry. Much attention is given by researchers to the ways in which it can be 
adopted and help shape the future of the industry.  
Erdogan et al. (2010:10-12) further investigated the driving forces of the global construction 
industry and grouped their findings into eight main themes that are discussed below. 
2.3.6 Environmental change 
Environmental change is a process that has been taking place on earth for billions of years. 
However, since the industrial revolution the speed and magnitude of change has increased 
exponentially. Human activity has led to the risks of critical thresholds being crossed which 
could result in sudden changes to ecological and human systems (Anastasopoulou, 
Chobotová, Dawson, Kluvánková-Oravská, Rounsevell, 2009: 3). The construction industry 
is the single largest consumer of raw materials and resources globally. Masses of solid waste 
are also created which comprise a substantial loss of costly material. In a circular economy 
there is a valuable opportunity to create closed material loops and minimize the 
environmental impact (World Economic Forum, 2016: 54). 
2.3.7 Financial framework 
A financial framework comprises of all the policies, procedures, regulations and spending 
plans that ensure that public monies are spent correctly. It sets limits to expenditure over 
certain periods to ensure budgetary discipline and commits to main categories of expenditure 
(European Commission, 2014: 56). 
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2.3.8 Market power shifts 
Syverson (2019: 3) explains that market power is an organisation’s capacity to influence the 
price at which it sells its services or products. There are many factors that affect this ability of 
organisations, such as the number of competitors in the market, profit rates, and market 
entry costs. A commonly used measure of market power is concentration or the share of 
market activity accounted for by large organisations. The Council of Economic Advisors 
(2016: 2) sees possible causes of shifts in market power and a decrease in competition in 
industries as efficiencies associated with scale, an increase in mergers and acquisitions, 
organisations crowding out competitors either through innovation or deliberately, and 
regulatory barriers to entry reducing the entry of new firms. These market power-shifting 
trends can be reversed through government actions challenging collusion by competitors, 
monopolistic mergers and anti-competitive exclusionary behaviour (Council of Economic 
Advisors, 2016: 2). 
2.3.9 Demographic change 
The World Economic Forum (2016: 13) has indicated that the urban population is expected 
to increase to over 6 billion by 2045, giving rise to a need for affordable housing in urban 
areas and for increased infrastructure spending. There is also a shift in the age profile of the 
urban population, with the elderly also impacting the construction industry which needs to 
adapt and construct buildings to accommodate convalescent and elderly citizens. The shift in 
age profile has a further impact on the construction industry as it is a threat that may reduce 
the available supply of construction workers.  
2.3.10 Knowledge generation/education 
The lifeblood of many industries is their research and development, the benefits of which can 
only be seen in the long term. New technologies and innovations have emerged in the 
construction industry but the rate of innovation adoption is generally very slow. This could 
possibly be blamed on lack of innovation and delayed adoption, informal processes, 
insufficient knowledge transfer, and little cross-functional cooperation. Continuous training 
and educating of staff can help address numerous challenges faced by the construction 
industry, be they due to demographic changes, advances in technology and processes, or 
regulatory and legislative changes. The provision of training can additionally improve 
employees’ job satisfaction and contribute to a more vibrant company culture. The 
construction industry contributes little to people-development initiatives when compared to 
other industries. A number one priority for many construction organisations over the next few 
years will be the upgrading of digital skills. However, effective training is required to ensure 
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that industry knowledge is effectively transferred to the generation entering the work 
environment (World Economic Forum, 2016: 14-15). 
2.3.11 Behavioural change 
Behavioural changes are more prevalent in developing countries owing to the difficulties with 
which their economies are confronted owing to factors such as commodity prices, increasing 
energy costs, rising inflation and falling exchange rates. Cuts in governments’ capital 
investment often cause reduced demand levels of the construction industry in developing 
countries. When the public funds are under severe strain and becoming depleted, funding 
strategies need to be developed through new ways that are suitable for the developing 
countries.  Construction organisations need to find unique opportunities and ways to take 
advantage of the special features that the construction industry can offer. Behavioural 
changes in the construction industry could be due to socio-economic stress, severe resource 
scarcities, institutional weaknesses and an overall failure to deal with key matters (Ofori, 
2000: 2). The World Economic Forum (2016: 17) mentions that new opportunities are 
becoming available as transformative developments reshape the construction industry. It is 
up to the industry to become innovative and embrace the opportunities through adapting the 
way operations have been carried out traditionally. 
2.3.12 Technological progress 
There have been numerous advances in many technological aspects linked to the 
construction industry over the past few years. These include progress in advanced building 
material, automated construction equipment, new construction technologies, smart and life-
cycle optimising equipment, and digital technologies. Ultimately the progress in technology 
can only realize its full potential if it is adopted widely throughout the industry. In most 
countries it will be the task of the government and often key project owners to create a fertile 
environment for innovation and advancement of the sector. The constant transformation of 
the construction industry will become reliant on the technological advances and the 
implications need to be accepted by suppliers creating the relevant construction products.  
The contractors, in turn, need to rethink and adapt their construction processes and 
operations (World Economic Forum, 2016: 19). 
Le Roux (2018: 12) notes that 3,6 million South African workers are highly susceptible to 
advances in technology and automation. For organisations to attempt to attain financial 
viability, they are acquired to weigh up the benefits that new technology can bring to their 
organisation and the cost of manual labour. Should an organisation fail in harnessing the 
benefits of the invested technology, they could potentially risk their market position. 
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Governments, however, can limit the adoption of technology in their projects and further 
promote the use of manual labour. Should the private sector wish to implement possible 
automation and advanced technology in the South African construction industry, it would 
place immense pressure on the government to expand its already full public sector 
employment schemes. Le Roux (2018:14) does however propose that the advancement of 
technology could lead to the increase in mid-level or skilled workers, which could slightly 
improve the inequality that South Africa is struggling with nationally. 
2.3.13 Law and order/political stability 
Cilliers and Aucoin (2016: 4) explain that South Africa’s economic configuration has 
remained capital intensive over the past two decades. This has been accompanied by 
undesirable levels of unemployment, minimal economic growth, low productivity and poor 
savings. These were compounded by policy experimentations and poor administration. This 
has led many in government to reason in favour of increasing redistribution, implying greater 
regulation and misrepresentation of various markets rather than seeing the need to changing 
the economic structure to increase opportunities and comprehensive development. This has 
resulted in construction companies colluding in tendering processes for huge infrastructure 
projects, and the attempt of black economic empowerment has only led to a distorted value 
for money, competition, discouragement of investing and the inhibiting of numerous sectors 
and industries.  
According to Rajakaruna, Bandara and Silva (2013: 158), political instability has the potential 
to create rapid changes in policy decisions taken by previous governments e.g. revising the 
decisions of awarding contracts for certain infrastructure developments. This type of political 
instability can disrupt the construction industry and its productivity. This creates a need for 
clear and effective policies in the construction industry. These should be developed from the 
identified objective of the national construction priorities and deliver guidance for the 
mobilisation of investment. 
The World Economic Forum’s (2016: 10) global survey revealed that regulations were 
identified as the most important driver of the construction and engineering industries’ 
increasing complexity. Regulation impacts in many areas of the industry but it was found that 
the industry is especially affected by changes regarding health and safety, financial and 
labour regulations, and environmental standards. Changes in these areas could have a 
severe impact on business operations. However, regulations could be designed thoughtfully 
and could prove to be advantageous to the industry and its organisations. This could change 
the way regulations are perceived:  rather than being regarded as imposing a burden, they 
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are offering an opportunity to inspire transformation and encourage innovations that could 
potentially benefit society and the environment. 
Rust and Koen (2011: 6) discuss that the biggest drivers of change that are found in the 
South African construction industry could be grouped into three principal categories. Firstly, 
there are the high-order strategic drivers, which are globalisation, regulation and legislation 
amendments, and economic factors. The second category is the locally focussed drivers 
which could be nationally, provincially or even focussed on smaller local areas. The drivers in 
this category are housing and services requirements, factors relating to the sustainability of 
the local people, and local advances in technology. The final category is drivers with a lessor 
impact and is, e.g. environmental and energy impact, job creation and quality, the innovation 
of economies. 
2.4 THE CONSTRUCTION INDUSTRY’S IMPACT ON ECONOMIC GROWTH 
Mosenogi (2014: 8) defines the role of the construction sector in South Africa as being essential 
towards the development of the economy. It impacts key areas such as capital growth, job creation 
and household income, and can potentially improve economic inequality. Anaman et al. (2007: 
952) further explain that the industry can organise and effectively make use of labour and material 
resources through its development of infrastructure and other projects, which assist in furthering 
economic efficiencies.  
Kahn (2008: 288) established there is a clear causal linkage between a developing country’s 
national economy and its construction sector. The relationship is, however, seen as unidirectional, 
as the causal linkage is from the construction sector to the economy. The economy of developing 
countries is significantly affected by their construction industries. 
The construction industry has two significant influences on a country’s economy in Southern Africa. 
It plays a role towards the collective demand by determining the outputs supplied in the short run of 
the economy. Secondly, it expands a nation’s stock of outputs produced, such as infrastructure 
development, which is central to economic growth over the long run. A healthy and active 
construction sector can thus play a vital role in uplifting an economy and improving its functionality 
(Alagidede & Mensah, 2016: 2). 
Alagidede et al. (2016: 14) conclude that positive influences on construction sectors in sub-
Saharan Africa, such as improving the construction industries’ capabilities and the further 
development of its institutions, have a positive impact on economic growth. An industry 
improvement is required that enforces property rights, reduces political influences, adopts 
economic freedom and warrants a corruption-free construction sector. 
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2.5 WHAT ARE CSFs? 
Johnson, Whittington and Scholes (2011: 73) define CSFs as being "…those factors that are either 
particularly valued by customers or which provide a significant advantage regarding costs". It can 
thus be assumed that CSFs can be a major source of competitive advantage or disadvantage, 
depending on how they are implemented.  
Fleisher and Bensoussan (2015: 292) describe the identification of CSFs as a valuable and 
necessary process for the strategic development of a business strategy. They quote the depiction 
of CSF's by Boynton and Zmud (1984:17) as the following: 
"Critical success factors are the few things that must go well to ensure success for a manager or 
an organisation and, therefore, they represent those managerial or firm areas that must be given 
special and continual attention to bring about high performance." 
Rockart (1982: 13) has defined CSFs as a tool to identify executive information needs. In his 
research he identified five CSF sections: 
• Project-related factors; 
• Project-procedure factors; 
• Project management actions; 
• Human-related factors; 
• External environmental factors. 
 
The CSFs for construction companies are defined by Sanvido, Grocler, Parfitt, Guvenis, and Coyle 
(1994: 118) as the elements that anticipate success instead of simply the pure persistence of a 
construction project. 
2.5.5 Issues resolved with CSFs  
According to Fleisher and Bensoussan (2015: 292), the process of developing CSFs at industry 
levels can assist company executives in understanding to what extent their company's 
performance is matching up to the industry average regarding these factors. This will furthermore 
contribute by assessing a company's strengths and weaknesses about the identified industry CSFs 
and being able to view the company's business strategy in a broad industry setting. 
Hanafi and Nawi (2016: 2) state that for a construction company to achieve success, it is 
necessary to firstly determine the components needed as well as deciding which are the basic 
ones at authoritative level. A model can then be devised to identify the associated 
accomplishments with CSFs. This can be used in the future to anticipate and enhance the 
Literature review 
20 | P a g e  
 
structural performance of the company. It is, however, of utmost importance to identify the basic 
CSFs before proper measures can be implemented to increase competitiveness. They furthermore 
identify that there are achieving elements competing for limited resources, such as labour, 
administration endeavours, time, and finance. However, when the focus is more on certain factors 
it often leads to less concentration on others, which could impede management efforts in managing 
successful companies. 
Every industry has its own features that define its CSFs, and thus all industries will n have different 
CSFs. For an organisation to develop its strategy, objectives and goals properly, it will need to 
consider the industry CSFs (Tong, 2016: 6). 
2.6 CSFs FOR CONSTRUCTION COMPANIES 
In a survey carried out in Germany on their largest construction companies, Roland Berger 
Strategy Consultants (2004: 18) revealed that the most important CSFs that could be identified 
were employee development, effective risk management, innovation, partnership with customers, 
and lean organisational structures. 
In their research Arslan and Kivrak (2008: 44) identified seven factors that had the most significant 
effect on the construction business success of companies.  The factors are business management, 
financial conditions, quality of work and workmanship, sales and marketing, use of technology, 
market selection, and owner-manager characteristics.  
Abhijeet and Pimplikar (2013: 53) identified four groups for CSFs for the construction industry, 
namely budgetary, managerial, macro-economic and others. Each group consists of a number of 
CSFs in relation to each other and could be used to guide an organisation to success in the 
specific area. Budgetary CSFs are identified as insufficient profit, heavy operating expenses, 
insufficient capital, fluctuation in material cost, cash flow management, and estimating practices. 
The managerial CSFs are lack of business knowledge, lack of managerial experience, lack of 
experience in line of work, use of project management techniques, use of a documentation system, 
owner involvement in the construction phase, and organization structure. Macro-economic CSFs 
comprise general economic conditions, industry weakness, bank policy, and government policy. 
There were further CSFs that were regarded as important but did not fit into the identified 
categories. These “other” factors are lack of early warning measures, high employee turnover, a 
poor accounting system, inadequate sales, over-expansion, and obtaining work in a new region. 
The results from the research of Abhijeet and Pimplikar (2013: 56) revealed that the most 
important CSFs for the largest construction organisations in India were cashflow management, 
poor accounting systems, industry weakness, insufficient capital, estimating practices, lack of 
managerial experience, and fluctuation in material cost. 
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Research by Hanif and Khattack (2016: 10) on factors impacting the construction industry revealed 
that owing to the continued advancement in the construction industry, construction firms need to 
remain economically competitive in the market. They link the economic competitiveness of a 
construction firm to sustainability in the construction industry, and identify the following basic and 
self-explanatory factors as significant factors necessary for competitiveness: 
• Raw material costs; 
• Capital costs; 
• Payments to providers of capital; 
• Operating costs; 
• Electricity consumption; 
• Sustainable construction methods result in increased capital costs; and 
• Maintenance costs. 
For their research on CSFs, Lasker, Schuette, Cox and Beck (2010: 31 – 36) divided the business 
of construction into three major functions: i). Acquiring the work; ii). Building the work; and iii). 
Keeping track of the work. Their research was also focused on identifying the CSFs for 
construction companies and concluded with the following as the CSFs for each of their functions of 
business. For the function of acquiring the work, the major CSFs were those of planning, 
estimating and pricing of projects.  Building the works function of the business required CSFs such 
as safety scheduling and the quality of the actual construction projects under way. Finally, the 
CSFs regarding keeping track of the work were identified as accounting processes, available cash 
flow and proper management of billing. 
This study further revealed that cash management was ranked as the single highest cause of 
failure for an organisation.  The ability of an organisation to manage its cash is regarded as crucial 
for both initial capitalization and ongoing operations (Lasker et al., 2010: 36). 
Durdyev, Eng and Cheng (2018: 56) have recently completed a similar study on the construction 
industry in Cambodia. From a list of 22 CSFs contractors were requested to rank the CSFs in 
terms of their impact on the success of their construction projects and their companies. The 
following were the top ten factors that impacted contractors the most: Complexity of a project, 
social/cultural environment, ability to make timely decisions, Client confidence in the construction 
team, contractor’s cash flow, client influence, project size, site management, contractor’s 
experience, and project planning. Lu, Shen and Yam (2008) also completed a similar study of the 
CSFs for construction contractors in Asia and concluded that the following factors, in addition  to 
the previously mentioned, that had the greatest impact on the success of contractors are project 
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management skills, organisational resources, organisational structure, competitive strategy, 
relationships, bidding, marketing, and technology. 
Iruka and Shakantu (2017: 11) state that it is critical in the South African construction sector for 
construction companies to continuously secure contracts. A company's capability and ability to 
secure contracts rely on factors such as: having a project team that has the required know-how, 
competencies, professional individual's and qualifications; and then further having the proper 
experience to know how to properly apply and execute the planning and project management that 
is required. It has also been found as critical to the success of construction companies that they 
implement proper management systems and a functional organisational structure and ensure that 
the financial cashflow gets appropriately controlled. Table 2.1 summarizes the previous research 
that was found on critical success factors that were found in the construction industry, which is 
reviewed in more detail below. 
Table 2. 1 - Critical success factors identified in previous research 
S/N Author Year Country Top Rated Factors 
1 Roland Berger Strategy 
Consultants  
2004 Germany Employee development, effective risk 
management, innovation, partnership 
with customers, and lean 
organisational structures 
2 Arslan and Kivrak  2008 Turkey Business management, financial 
conditions, quality of work and 
workmanship, sales and marketing, 
use of technology, market selection, 
owner-manager characteristics 
3 Abhijeet and Pimplikar  2013 India Cash flow management, poor 
accounting systems, industry 
weakness, insufficient capital, 
estimating practices, lack of 
managerial experience, and 
fluctuation in material cost. 
4 Hanif and Khattack  2016 India Raw material costs, capital costs, 
payments to providers of capital, 
operating costs, electricity 
consumption, sustainable 
construction methods resulting in 
increased capital costs, maintenance 
costs 
5 Lasker, Schuette, Cox 
and Beck  
2010 UK Planning, estimating, pricing, quality, 
safety, accounting, cash flow, billing 
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6 Durvey, Eng and Cheng 2018 Cambodia Complexity of a project, 
social/cultural environment, ability to 
make timely decisions, client 
confidence in construction team, 
contractor’s cash flow, client 
influence, project size, site 
management, contractor’s 
experience, project planning 
7 Lu, Shen and Yam  2008 China Project management skills, 
organisational resources, 
organisational structure, competitive 
strategy, relationships, bidding, 
marketing, and technology 
8 Iruka and Shakantu 2017 South 
Africa 
Competent project team, qualified 
personnel, proper experience, 
management systems, organisational 
structure, financial cashflow 
 
2.7  REVIEW OF THE IDENTIFIED CSFs 
2.7.5 Business management 
Effective management of single projects is generally not as sufficient for organisations in today’s 
market as the focus has shifted towards managing numerous projects simultaneously and 
ultimately ensuring sufficient business success. It has thus become just as crucial and beneficial 
for organisations to spend more time developing operations and management as it is trying to 
develop innovating new project practices (Pekuri, 2015: 14). 
2.7.6 Financial conditions 
According to Peterson (2009: 5), construction organisations are different from other industry 
organisations and are faced with unique challenges and problems that are unknown to other 
industries. The financial management principles often applied to other product-producing industries 
need to be modified when applying them to construction organisations. With organisations being 
project orientated, production being mainly decentralized, and projects relying heavily on 
subcontractors with projects that have delayed payment terms, the running of a construction 
organisation becomes a risky financial venture. Pekuri (2015: 52) contends that larger 
organisations gain an advantage when tendering for more valuable projects as they have the 
financial resources to be able to engage in costly projects and acquire the financial backing 
required. However, smaller organisations do not have to carry the burden of large back-office costs 
and gain a competitive advantage when bidding on smaller projects. 
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2.7.7 Quality of work and workmanship 
Morris, Schindehutte and Allen (2005: 726) posit that one of the best ways of improving the value 
of the products an organisation is offering is by increasing customer-perceived quality with or 
without a reduced cost. When companies can accurately identify what customers regard as better 
quality or more valuable, they can use this insight to assess which of their products are more 
lucrative and create more value. Value can be added through faster and better workmanship, 
which should be accompanied by perfect quality (Pekuri, 2015: 42). 
2.7.8 Sales and marketing 
Marketing in the construction industry is still a misunderstood concept when related to other 
industries. Marketing should not only be regarded as a function but can also be used as a tool to 
improve the development of construction organisations. Construction organisations should be 
aware of the relevance of involving marketing in their management functions which could be used 
as a way to adapt themselves to keeping up with the continuous changes in the industry and 
satisfying clients’ demands. This could improve their likelihood of remaining competitive and 
advancing their business strategy. Marketing could be adapted depending on the client type in 
order to determine how to take advantage of current technological innovations and available 
systems (Naranjo, Pellicer & Yepes, 2011: 246). 
Ng, Tang, and Palaneeswaran (2009: 736) suggests that when contractors are facing severe 
competition or during periods of low demand for construction, it becomes critical for them to pay 
more attention to their marketing management to ensure that they get more work. 
2.7.9 Market selection 
Many construction organisations nowadays are seeking to penetrate new and sometimes also 
foreign markets, with organisations hoping to globalize their business or the economic potential 
offered by different markets. It has been found that project-specific factors have been the main 
contributor to organisations’ decision making when choosing which market to penetrate. The main 
project-specific factors were found to be strength of competition, strict quality requirements, 
proximity of competing organisations, and the competitiveness of organisations globally. These 
factors suggest that when organisations decide on market selection, they would need to look at 
whether they have the experience related to the specific projects and competitors, and they require 
adequate knowledge of the market to understand the rules and regulations as well as the  societal 
needs of the market (Isa, Saman & Nasir, 2014: 10). 
2.7.10 Owner-manager characteristics 
Arslan and Kivrak (2008: 43) maintain that owner-manager characteristics should be considered as 
one of the most important factors for the success of construction organisations. Leadership and 
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communications skills are some of the crucial management skills required by management in 
today’s business environment to successfully deal with and motivate employees. 
2.7.11 Bidding and tendering 
Tendering is defined by Woods (2008: 235) as a process whereby organisations are invited to offer 
a price for the supply of goods or services. The contract is then awarded to the most appealing 
offer which is based on predetermined criteria and aspects and without negotiation taking place. 
The process is further elaborated by Moeti, Khalo, Mafunisa and Allen (2007:124) who add that 
tendering is the proposal of offering goods or services in competition with other potential suppliers 
of the same items. Tong (2016: 157) contends that tendering organisations that have a more well-
rounded expertise in the relevant sector of the industry will be able to offer more competitive bids. 
Oyewobi, Windapo and Cattell, (2014: 2063) explain that public tenders are utilized by government 
departments and awarded to large construction organisations in South Africa based on the 
principle that these organisations are technically and financially capable of executing the work 
required to complete the relevant project. This has created a highly competitive and unsustainable 
business environment for the construction industry and requires construction organisations to be 
more strategic and proactive in their bidding processes to increase their chance of surviving. 
2.7.12 Managerial expertise 
Tong (2016: 148) states that human resources, such as managerial expertise, are important to 
construction organisations. Construction organisations consist of teams that have members from 
various professions and areas of expertise who are there to fulfil the relevant required functions. 
Construction organisations are required to have adequate qualified staff to ensure that they are 
capable of completing the highly specialised tasks required. With proper management these 
members can closely cooperate and integrate their work to improve quality and save costs for their 
organisations. Tong (2016: 148) further mentions that procurement systems are constantly 
adapting, and managers are required to have greater knowledge in areas such as finance, 
contractual requirements and legal matters. 
Wong, Ng and Chan (2010: 260) mention that the construction industry is a rapidly changing 
business environment and different challenges are constantly presenting themselves. Thus, it is 
advantageous that construction organisations encourage their managers and employees to 
continuously develop their skills and update their knowledge on the construction management in 
order to improve their expertise. 
2.7.13 Estimating practices 
Estimating is the process of creating a knowledgeable prediction of what the costs and completion 
date of a project will be and estimating what resource requirements a project may need (Kemp, 
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2004: 328). Scott and Amos (2007:9) describe the developing of cost estimates as being 
necessary to evaluate the economic feasibility of projects, assess alternative available options, and 
establish a budget and /or cost control instrument.  
Cantarelli, Flyvbjerg, Molin and Wee (2010: 6) point out that inaccurate estimating practices can 
have implications for construction projects in both the earlier and later stages of the project life 
cycle. Underestimating can occur during the early stages and cost overruns during the later stages; 
these have major impacts on project and organisational success. An organisation’s choice of 
estimating practice to be used depends on various factors available for estimating such as the 
amount of time available for completion, the budget available for preparations, the final uses, tools 
and data available for completion, and the timing and project phase, among others (Seeletse & 
Ladzani, 2012: 106).  
2.7.14 Profit margins 
Regarding the competitiveness of the construction industry and tendering processes that are used, 
Tong (2016:149) explains that governments generally adopt a lowest-bid-wins approach for 
infrastructure development projects. For contractors to gain a lower price advantage they need to 
drop their profit margins. These low profit margins may in turn force contractors to reduce costs 
which may lead to low-quality workmanship. However, Tong (2016:158) reveals that owing to the 
dynamic nature of large construction projects, there is a certain complexity that associates itself 
with the projects. Should organisations implement effective project management strategies, these 
can lead to increased profit margins and could assist organisations in steering clear of cash 
shortages. 
According to Mahamid and Dmaidi (2013: 861), profit margins are also closely linked to risks taken 
by contractors on construction projects. Many construction contract agreements aim to transfer the 
majority of the construction risks associated with the project to the contractor. In instances where 
the contractor neglects to manage the risk properly, consequences such as claims, litigations, and 
damages can all create a loss of profit for the project and the organisation. 
2.7.15 Project management skills 
According to PricewaterhouseCoopers (2013: 16), the problems with project execution can be 
largely blamed on the complexity of large projects that require extraordinary skills in project 
management. Should there be failure in the execution of a project, this will undoubtably impact 
negatively on the profitability. As previously mentioned, Tong (2016: 149) explains that the 
effective implementation of project management in complex and large projects could assist in 
increasing profit margins.  
Alias, Zawawi, Yusof and Aris (2014: 61) maintain that the current practices implemented by 
construction organisations do not always lead to successful projects, as the projects are not always 
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managed and controlled effectively. The main problem areas of project management that need to 
properly be managed and controlled are planning, the overrunning of time and costs, proper 
implementations of projects and not achieving the quality required. 
2.7.16 Technology as a CSF 
Erdogan et al. (2010; 5) contend that emerging technology offers the construction industry new 
solutions by improving processes, enabling automation and current decision-making mechanisms 
and thereby changing the ways of work. They also mention that the future of construction and 
emerging technology is shaped by societal, economic, environmental and political factors. 
Technology usage is sometimes not regarded as a CSF for the success of all companies within the 
industry. Most companies do, however, consider it an element for success but not as significant as, 
for example, owner-manager characteristics (Arslan & Kivrak, 2008: 999). 
During the recession of 2008-09, some countries, however, managed to keep their economies 
strong and shield them from the economic downturn. Kenya and Tanzania had managed to keep 
their GDPs growing and had an improved investment outlook which contributed to an increase in 
private sector construction spending. They both also adopted new technologies which led to rapid 
growth in many sectors and contributed to the stability of growth in their economies (International 
Monetary Fund, 2016: 167). 
There is a need to scrutinize costs and firms remain too accustomed to the old ways. It is 
necessary to recognize that technology is significantly changing aspects of design, procurement, 
and the construction of projects, allowing for much more efficiency and less expense (Kent et al, 
2017: 10). 
2.8 IMPLEMENTING CSFs 
Fleisher and Bensoussan (2015: 292) further state that by developing the CSFs at industry level 
can assist executives to better understand how their organization compares to those of their rivals 
and where they might be falling short. Identifying the CSF's at industry level can then be adapted 
and used in micro-level application, be it in the management of a construction project or the 
tendering phases. 
In the research of Hanafi and Nawi (2016: 3), they explain that, by setting up CSF goals, e.g. 
monetary budgets for projects, schedule planning and quality control, the construction companies 
will be able to acquire a better understanding of business success. They elaborate further that if 
CSFs are accepted, then the probability of succeeding would likewise be better anticipated. They 
describe the process as being of great importance to the pursuit of excellence in construction 
project delivery systems and being critical to surviving in the construction industry. 
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Al-Qudah, Osman and Safizal (2014: 53) explain that the success of the performance of a 
company is determined by measuring the actual output of the company against the intended 
outputs, which would be its goals and objectives. The performance of the company is split into 
three main areas, which they define as financial performance, product market performance, and 
shareholder return. According to them, the performance, however, depends on strategic planning, 
finance, legal issues and organisational development. 
Syedsalehi (2010: 4) describes CSFs as being indicators of the possible subjects that could lead to 
an organisation’s success. They furthermore state that if there were a deficiency or lack in these 
CSF fields, it would cause the organization to fail in realising its goals. They conclude that 
organisations should focus on the more efficient factor, in this case, the CSFs. Recognising these 
factors effectively can then result in achieving reliability and a more desirable record, as well as 
leading to more success for the organisations. However, identifying these factors will not solely 
lead to the success of an organisation. 
2.9 DETERMINING CSF IMPORTANCE 
Fleisher and Bensoussan (2015: 303) mentioned that once the CSFs have been identified and 
narrowed down to a core group of between three and eight, the next action is to distinguish which 
one is the most important in relation to what is needed. Leidecker and Bruno (1987) outline three 
characteristics to consider when determining the relative importance of potential CSFs. These 
three characteristics are the major business activity, the involvement of heavy monetary resources, 
and the major profit impact. 
2.10 SUCCESS FACTORS IN THE CONSTRUCTION MARKET 
Kent et al. (2017: 6) maintain that as the markets shift more towards the PPP projects and LSTK 
contracts, companies will need to increase their capabilities in areas such as cost control, 
estimation and procurement. Rather than merely tracking costs and passing them on to the clients, 
companies will have to become proactive about identifying ballooned or unnecessary costs and 
reducing them. They further explain that companies with the ability to assess and accurately value 
potential targets before their competition will have a critical advantage. An example of this would 
be the construction firms that considered acquiring operations and maintenance (O&M) companies 
as a means of stabilizing their income. Once a few high-profile deals had closed, the prices of 
O&M companies significantly increased and caused possible advantage to diminish. 
It has been found that over the years economic efficiency has been and will continue to be a key 
driver for organizations in the construction industry. With emerging technology, organizations 
should be focusing on integrating solutions, such as improving IT processes, in order to familiarise 
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themselves and improve on the current process inefficiency in the industry (Erdogan et al., 2010: 
13). 
2.11 KEY FACTORS IMPACTING BUSINESS STRATEGY IN CONSTRUCTION 
In many similar studies relating to business strategy in the construction industry they have made 
use of Porter’s generic competitive strategies to investigate the strategic perceptions of 
construction organisations with regard to their performance.  Porter (1985: 1) maintains that for an 
organisation to gain a sustained competitive advantage, it will be required to pursue one of the 
generic competitive strategies, namely differentiation, cost-leadership, and focus (Oyewobi, 
Windapo & James, 2015: 417). 
Oyewobi et al. (2015: 419) confirmed that for large construction organisations in South Africa to 
remain successful in a highly competitive business environment, they need to find ways to achieve 
favourable competition. Organisations can possibly compete favourably through differentiation and 
cost-leadership strategies by carefully selecting the performance measures that could lead to 
superior performance. However, the organisations also need to devote their attention to the 
significant attributes that can assist organisations to better define their strategies as the 
competitive advantage cannot be sustained solely with one specific strategy. The strategic 
attributes identified by Oyewobi et al. (2015: 420) are the following:  
• On-time performance; 
• Providing a quality product; 
• Remaining innovative; and 
• Implementing a low-cost or market separating strategy to improve the internal rate of 
return(IRR) on investments and grow the business. 
Johnson et al. (2011: 34) describe the strategy of a business as the way in which business 
competes in its particular markets.  According to them, a business strategy is typically concerned 
with issues such as innovation, appropriate scale, and responses to the moves of competitors. 
They further cite Porter (1996: 60) as stating the following about strategy: 
“Competitive strategy is about being different. It means deliberately choosing a different set of 
activities to deliver a unique mix of value.” 
 
A report by PWC (2016: 14) indicate that transformation is a key challenge in South Africa. 
Organizations need to monitor the broad-based black economic empowerment(B-BBEE) codes 
pro-actively, as well as changes in legislation. Transformation strategies of the organizations 
should keep up with the changes so that they remain competitive and achieve transformation 
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goals. It further indicated some severe impacts that companies could experience due to non-
compliance with the employment equity laws, such as the following: 
• Reduction in their ability to win tenders; 
• Increased possibility of sanctions from clients as well as the Department of Labour; and 
• Increasing the likelihood of penalties being enforced on South African projects. 
There are numerous external factors that critically influence the success of construction companies 
globally, such as the technological, social, economic and political conditions of a country. However, 
it has been concluded that factors such as comprehension, competence, commitment, and 
communication are also fundamentally essential for a company to remain successful (Hanafi & 
Nawi, 2016: 3). 
In an article by Hypenica (2017: 1) on trends to look out for in the construction industry in 2017, 
they identified spatial transformation as playing a major role as a key objective of the industry’s 
future development. Projects require more expert input in the earlier stages of designs because of 
the revisions to building, planning and environmental regulations. This might cause the project 
design process to move towards being more cyclic and iterative rather than the age-old linear 
model.  
Kent et al.  (2017: 11) conclude their research on the emerging trends for engineering and 
construction firms by stating that the firms are having to take on more risk and to revisit their  
strategies with regard to cashflow in a not so hospitable environment which sometimes becomes 
somewhat problematic.  The fluctuating cycles of the industry do however bring new opportunities 
for growth, which are more likely to create possibilities for sustainable success. This allows for a 
change in the industry from what the companies have become acustomed to. 
2.12 CONSTRUCTION ORGANISATION BUSINESS STRATEGIES 
Merger and acquisitions is a definite business strategy for organizations in the construction 
industry under the current conditions, according to Kent et al. (2017: 6). They indicate that the 
larger firms that survived the last few years’ economic downturn will be faced with the pressure 
from their investors, analysts and other stakeholders to continue creating value. The use of merger 
and acquisition strategies will create consolidation for the firms by helping companies to diversify 
and stabilize their revenue stream. Construction firms will have to broaden their criteria. For the 
smaller companies that could be struggling to remain viable as stand-alone entities, it might be the 
only option. They might not have the resources to grow and remain independent and could then 
position themselves for an acquisition. 
For the firms that have been successful in their home markets and have managed to increase their 
cash positions as well as building up internal expertise over the past years, more expansion might 
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now be required. As growth might be easing or be at a standstill in a local economy it could 
become necessary to expand outwards and compete with global players in foreign markets. This 
increase in competition in possibly more developed markets will put more pressure on other 
established firms (Kent et al., 2017: 7). 
Tan, Shen and Yao (2011: 225) studied the performance of a sustainable construction industry and 
found that a relationship exists between the business competitiveness of companies and 
sustainability performance. The sustainable practices that they found had the biggest impact were 
the following: 
• Sustainability of legislation, procurement and design; 
• Innovation and technology; 
• Organisational structure and processes; 
• Training and education; and 
• Reporting and measuring. 
Implementing these sustainable construction practices could lead to the improvement of a 
contractor’s sustainability performance, which in turn will contribute to the business 
competitiveness in future business growth. 
It is important for contractors to find ways to boost their financial performance and improve 
competitiveness. Contractors are one of the most important stakeholders in the expansion of the 
construction industry, and together with their contribution to the economy, they are liable to 
contribute to society and the environment as well (Wong, Ng & Chan, 2010: 333). Wong et al. 
(2010: 335) further proposed that to promote the sustainable development of the construction 
industry a set of strategic directions could be required. From their findings it was concluded that 
key strategic direction with regard to long-term vision and policy, a best-practice culture, favourable 
resources and technical competency were necessary to develop success factors required for the 
construction industry. 
As a means to reduce costs, main contractors could hire specialist contractors to complete 
different sections of work. Generally, there are two primary types of subcontractors: labour 
intensive and equipment intensive.  Equipment intensive contractors’ critical success was indicated 
as managerial ability to adapt to change, earnings, human resources, marketing position, 
equipment-related factors and project success. On the other hand, critical to the success of labour 
contractors were specific labour-intensive practices, managerial performance and financial 
performance (Ng & Tang, 2010: 736). The Construction Industry Review Committee (CIRC) (2001: 
30) reported traditional construction methods to be too costly as a result of their labour-intensive 
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nature. Thus, to reduce cost, companies use specialist subcontractors to complete unique and 
specialist tasks where necessary. 
Research done on the critical strategies of construction organisations in the international market 
suggests that the organisations need to adopt a differentiation strategy through providing superior 
services to achieve a competitive advantage and take hold of the current market. It further showed 
that construction organisations are more likely to apply strategies that separate them from their 
industry competitors, rather than pursuing strategies that are low-cost or those that are more 
focused (Li & Ling, 2012: 495). 
For construction organisations in Hong Kong it was found that contractors applying generic 
strategies and that those implementing the most suitable strategies achieved superior performance 
during favourable business climates (Tan et al., 2012: 230). 
Sellamna (2014: 4) discusses the use of scenario planning relevant to business strategy as the 
process of detecting the possible future scenarios and identifying the likelihood and appeal of 
these scenarios so that stakeholders can review their attitudes and business strategies. It is 
therefore regarded as a foreword-looking and co-operating process to do business planning and 
strategizing. It also helps to challenge the cultural and corporate mind-set. It can help significantly 
under the following circumstances: 
• There is a great deal of uncertainty over problems or issues which could develop in the 
future; 
• Long-term vision for the future is very uncertain; 
• The local economy is currently experiencing or is about to experience major changes; or 
• When stakeholders have very strong and different opinions of future conditions or desirable 
strategies for future situations (Sellamna, 2014: 4).  
2.13 SUMMARY 
The chapter provided a review of the literature relating to the construction industry driving forces 
that have been revealed by previous research. It further discussed the CSFs that have been found 
to be most important and relevant to construction organisations.  An overview was given of how 
critical success factors can be applied in construction organisations and what impact they make. 
The chapter concluded by discussing different business strategies that have been found to be 
effective for construction organisations and the how they impact on organisations’ success.  
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CHAPTER 3 
RESEARCH METHODOLOGY 
Saunders, Lewis and Thornhill (2009: 5) define research as something that is undertaken in order 
the find out things or gather data in a systematic manner for the purpose of answering questions, 
or resolve known problems, thus leading to an increase in knowledge. The structure of this chapter 
is based on the research onion developed by Saunders et al. (2009) which graphically represents 
different procedures for choices in data collecting techniques and procedures. 
This chapter explains the framework of this study by discussing the research approach, strategy 
and methods applied. It further elaborates on how each sub-problem was treated and reveals in 
which way the data collection methods are valid and reliable. The chapter is concluded with a 
discussion of the ethical principles that were followed in the study. 
3.1 RESEARCH PHILOSOPHY  
A researcher’s adopted philosophy reveals important assumptions about how the world is viewed. 
The assumptions will have to support the strategy and methods selected as part of the strategy of 
the researcher. The understanding of the philosophical issues is extremely important as it will help 
determine the approach towards the research and strategy (Atencio, 2013: 65). Galliers (1991) 
describes research philosophy as the way in which one believes data should be gathered, 
analysed and used for the phenomenon researched. He further discusses the purpose of research 
and science as the process of transforming things that are believed to be true into things that are 
known to be true. 
Saunders et al. (2009: 108) explain that the main influence of the chosen research philosophy will 
likely be the way in which the relation is viewed between the knowledge and manner in which it is 
developed. Three of the major ways of thinking about research philosophy are ontology, 
epistemology and axiology. 
Ontology focuses on the nature and way in which the world functions and the commitment held 
towards particular views. There are two aspects to ontology that can further describe a 
researcher’s views and understanding, namely objectivism and subjectivism. Objectivism views a 
reality where social entities exist independently from the social actors that would be concerned with 
their existence. Subjectivism’s view is that social phenomena only exist owing to perceptions and 
consequent actions of the social actors that care about their existence (Saunders et al., 2009: 
110). For the current research a stance of subjectivism has been chosen as the research seeks to 
identify the forces and factors that make the most important impact on construction organisations 
Research Methodology 
35 | P a g e  
 
in the industry. It thus investigates the different actors and phenomena and their consequences 
throughout the industry. 
Epistemology is described by Saunders et al. (2009: 112) as a philosophical belief concerned with 
what constitutes acceptable knowledge in a particular field being researched. It can be narrowly 
viewed as the study of knowledge and justifiable beliefs. In the quantitative research carried out, 
positivism is used to focus on the objective form of knowledge to measure phenomena on their 
justifiable nature of being. The feelings, attitudes and personal opinions of the researcher and 
participants are completely independent of the study. According to this philosophy the qualitative 
study takes into account the feelings and attitudes of the individuals and is performed through 
interactions with people. Yardley, Teunissen and Dornan (2012: 104) explain that this philosophical 
dimension is focused on human interaction with the real world and investigates the growth, 
restrictions and origins of human knowledge growth. The philosophy for the research undertaken is 
based on humans’ past experiences and the knowledge they have gained throughout their time in 
the industry. 
Axiology is based on the nature of our values that we apply when making choices in our research 
(Saunders et al., 2009: 116). The impact that our values have throughout the research process has 
great importance towards the credibility of the research. For the purpose of this research the 
axiology philosophy is highly regarded through the ethical choices and procedures that are 
followed and applied throughout the research to remain credible and true to the researcher’s 
values.  However, it does not play a great role in the results of the research 
Based on the philosophical stances discussed above, the study was conducted on an ontological 
stance. To focus the philosophies previously explained on the research undertaken, a deeper 
understanding of the research paradigm is needed. The research paradigm is defined by Saunders 
et al. (2009: 117) as the manner in which social phenomena are examined to gain further 
understandings particular to the phenomena. 
3.1.1 Pragmatism 
A pragmatic paradigm was used for the current research to collaborate effectively with the mixed 
method used for the research. Pragmatism insists that the most important element of axiology, 
epistemology and ontology adopted by a researcher is the question asked. Saunders et al. (2009: 
109) discussed the pragmatic paradigm as being ideal for mixed methods, both qualitative and 
quantitative, and could be highly effective if were to see the philosophy adopted as a continuum 
rather than conflicting positions. The pragmatic study views the researched environment from both 
the constructivism and objectivism viewpoints of the social actors. Furthermore, it allows the 
research to take into account all contexts from historical, political and social beliefs. 
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The qualitative study of the research aimed to identify the business strategies that are most 
appropriate to effectively implement the most important CSFs that were found in the quantitative 
research of the study. These objectives could be explored through semi-structured interviews with 
directors of organisations within the population of the research study. 
3.2 RESEARCH APPROACH 
Saunders et al. (2009: 124) explain that a research approach could either be inductive or 
deductive. For a deductive research approach, the researcher would develop theories with 
hypotheses, and then develop a research strategy to prove the hypotheses. This would be 
appropriate for quantitative research. An inductive research approach, on the other hand, has a 
research strategy of collecting data and then developing theories bases on the data gathered, 
which is appropriate for qualitative research. Depending on the approach that is chosen, it could 
have a major influence on how the research is conducted and the ultimate conclusion reached. 
The research approach is significantly influenced by previous decisions with regard to the 
philosophy envisioned.  
This research was undertaken with both an inductive and deductive approach as it pursued to 
identify the forces and factors dominating the construction industry through quantitative research. It 
then further discovered what business strategies are best suited by conducting qualitative 
research. The objective of the study is thus to gain a deeper understanding and develop a theory 
after data has been collected. Saunders et al. (2009:125) indicate that whether a deductive or 
inductive research approach is chosen, a combination of both elements of will probably be 
necessary to complete the research. 
3.3 RESEARCH STRATEGY 
A research strategy can be described as the plan used to collect data and how it will be interpreted 
(Rahi, 2017: 2). The research strategy chosen will be guided by the research questions and the 
perceived objectives, the resources available to the study, the known knowledge, and the time 
available to complete the research (Saunders et al., 2009: 141). It should be further noted that the 
particular perception or label attached to the chosen strategy is not as important as whether it will 
be able to effectively answer the relevant research question and meet the objective.  
3.3.1 Survey  
The survey strategy is a popular strategy in business and management research and is usually 
associated with deductive research in order to answer questions such as who, what, where and 
how much (Saunders et al., 2009: 141). A survey can allow for a collection of a large amount of 
data in a highly economical manner from which results can be used to identify relationships 
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between the variables and the survey population. Surveys allow for a variety of different 
instruments to conduct the survey such as web-based surveys and questionnaires, face-to-face or 
telephonic interviews and e-mail or hardcopy questionnaires. For this research study, a web-based 
questionnaire was used which made distribution and completion of the survey relatively easy. It 
also further allowed for the data to be easily analysed by the software capturing the results. The 
main downside of the survey strategy was the lagged response rate of participants.  
3.3.2 Case study  
Researchers are sometimes wary of using case studies as they may have a slightly ‘unscientific’ 
feel to them, but it can be argued that they are a worthwhile way of exploring existing theories 
(Saunders et al. 2009: 147). A few cases were selected for the research to create an opportunity to 
observe the theories revealed in the survey research. The data was collected through interviews 
and available records. However, the use of these case studies could possibly not reveal a definite 
representation of all enterprises within the industry investigated. Owing to the limited time and 
resources available, only a limited number of cases was examined in this research.  
3.4 RESEARCH METHODS 
For research on business and management it is the norm to use quantitative and/or qualitative 
research methods to conduct research. The difference between the two is that quantitative 
methods make use of numerical data that can be quantified, and qualitative methods collect data 
that focuses on non-numerical data (Saunders et al. 2009: 151).  
3.4.1 Mixed method 
For the purpose of this research a mixed-method approach was used, which includes the use of 
both qualitative and quantitative data collection techniques. The analysis of the data was done in a 
sequential manner, collecting the quantitative data first and the qualitative second (Saunders et al. 
2009: 152). The quantitative method was applied through questionnaires to establish what driving 
forces have the biggest impact on the industry and what are the most important CSFs. The 
qualitative data collection was done through interviews with directors of construction companies, to 
establish what business strategies are most effective for companies in the construction industry.   
3.4.2 Quantitative 
The quantitative method of research involves the generation of data in a quantitative form that can 
be further subjected to rigorous quantitative analysis in a formal and rigid fashion. For this research 
data was obtained through a survey questionnaire whereby a sample of population was studied to 
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define its characteristics. It was then inferred that the rest of the population has the same 
characteristics (Kothari, 2004: 5) 
Quantitative research’s strong point is that research conducted by different individuals can produce 
similar results or findings if they use the same approaches (Zikmund, 2010: 213). 
3.4.3 Qualitative 
The qualitative method of research is concerned with the personal assessment of behaviours, 
opinions and attitudes. The research is a function of the researcher's impressions and insights. 
The techniques are usually used for projective techniques and focus group interviews (Kothari, 
2004: 5). The use of qualitative research is especially useful when creating knowledge or theory 
and is regarded as appropriate for emphasising deeper understanding of drives (Zikmund, 2010: 
215). 
Measurement of knowledge, behaviour, attitudes and opinions can all be done with qualitative 
research, with the results then answering the questions of “how many?”, “how often?”, “how 
much?”, and “when?”  and “who?” (Cooper & Schindler, 2008: 126). 
A semi-structured interview survey also formed part of the research strategy as a form of collecting 
data for the case study. This consisted of asking a set of questions to selected executives of a 
construction firm in a one-on-one situation in which they did most of the talking by given their 
opinions and sharing their understanding of the topic. Denscombe (2003: 177) explained that the 
semi-structured interview process allows the interviewee to better express his viewpoints owing to 
relatively open-ended questions being asked. 
3.5 TIME HORIZONS 
It is important to consider the relevant time dimension when conducting research. Saunders et al. 
(2009: 155) describe two time horizon methods on which research can be based. The first is cross-
sectional which is used when conducting research at a single point in time or for a short time study. 
The second one is longitudinal which is used when completing a long-term study. Both time 
horizons allow for qualitative and/or quantitative research methods and are regarded as 
independent from the research strategies undertaken. 
3.5.1 Cross-sectional  
Cross-sectional studies focus on collecting information at a particular point in time, and are a 
simple and cost-effective method (Saunders et al. 2009: 155). A cross-sectional time horizon can 
be very effective for research that is explanatory, exploratory or descriptive and usually employs 
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surveys to gauge the phenomena being studied (Easterby-Smith, Thorpe, Jackson & Lowe, 2008: 
95).  
As the research forms part of an academic course there is a limited time constraint, which makes a 
short time study more viable. The research aimed to study the current conditions of the industry as 
experienced by the senior and executive managers of construction enterprises, thus the particular 
time horizon being researched is current.  
3.6 DATA COLLECTION METHODS 
There are many ways that data can be collected, for example, observations, interviews and 
surveys. Surveys are the most generally used techniques to collect information for quantitative 
research. The respondents of the study are all asked to answer the same questions that are given 
to them in a formal format, such as a questionnaire. This technique is very effective when the 
researcher is required to collect data from a large sample size. The data can then be analysed 
using a statistical method (Saunders et al. 2009: 289). 
The observation method is mainly used to study life and patterns of a group and can be used in 
anthropological and sociology studies. Interviews are a common method used in studies having a 
qualitative approach and are useful for exploratory studies, when the interviews are in-depth or 
semi-structured. For descriptive studies a structured interview will be more effective and can 
identify general patterns in the context of the research. The data collected from interviews can be 
viewed as valid and reliable and enables the researcher to achieve the research objectives when 
used properly (Saunders et al. 2009: 296). 
3.6.1 Secondary data collection  
The secondary data is made up of the research from different sources such as journals, the 
Internet, books and articles. It is a review of existing theory and covers what have historically been 
found to be the CSFs as well as what development has taken place within the construction industry 
that could affect the choice of CSF. The reason for collecting secondary data is to acquire more 
information on the research problem from previous studies and knowledge areas (Struwig & Stead, 
2013: 82).  
A qualitative analysis was required to be completed of the secondary data supplied in Chapter 2, 
which comprised a literature review on numerous topics relevant to the research. From the 
qualitative data analysis, a list needed to be drawn up of the most relevant and impacting driving 
forces that played a role in the construction industry. The next step was to draw a second list of the 
most frequently mentioned and important CSFs that have been found in previous similar research. 
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3.6.1.1 Driving forces 
Table 3.1 displays the list of all the industry-relevant driving forces that were mentioned throughout 
the literature review. 
Table 3. 1 - Driving forces mentioned in literature review 
Environmental change Productivity Affordability and loan rates
Financial framework Profitability Approvals
Market power shift Employment Total labour force
Demographic change Business confidence Retail turnover
Knowledge generation/education Domestic sales Environmental pressure 
Behavioural change Boundary spanning Technological capabilities 
Technological progress Access to housing Knowledge exchange 
Infrastructure
Law and order/political stability
Driving forces
Export of construction-related 
products and services
Access to finance in the construction 
sector   
From this list the most relevant and impacting driving forces were chosen, by taking into account 
their success in previous research and how frequently they appeared in numerous studies. 
The final list of 12 driving forces to be used in the questionnaire for the purpose of the primary 
research is shown in Table 3.2. 
Table 3. 2 - Final list of driving forces for the questionnaire 
1 Access to finance
2 Business confidence
3 Demographic change
4 Diversity of available opportunities
5 Energy efficient and/or green construction
6 Environmental change
7 Export of construction related services
8 Infrastructure development
9 Labour intensive construction technology
10 Market power shift
11 Political stability
12 Technological capabilities
Driving force
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3.6.1.2 CSFs 
Table 3.3 displays the list of all the CSFs that were mentioned in the literature review. 
Table 3. 3 - CSFs mentioned in literature review 
Business management Lack of business knowledge Lack of early warning measures
Financial conditions Lack of managerial experience High employee turnover
Quality of work and workmanship Lack of experience in line of work Poor accounting system
Sales and marketing
Use of project management 
techniques Inadequate sales
Use of technology Use of documentation system Over expansion
Market selection
Owner involvement in construction 
phase Obtaining work in new region
Owner-manager characteristics Organization structure Project-related factors
Insufficient profit General economic conditions Project procedure factors
Heavy operating expenses Industry weakness Project management actions
Insufficient capital Bank policy Human-related factors
Fluctuation in material cost Government policy External environmental factors
Cash flow management Cashflow management Industry weakness
Estimating practices Poor accounting systems Insufficient capital
Estimating practices Lack of managerial experience Fluctuation in material cost
Raw material costs Planning Safety
Capital costs Estimating Scheduling
Payments to providers of capital Pricing Quality
Operating costs Complexity of a project Accounting
Electricity consumption Social/cultural environment Cash flow
Sustainable construction methods 
result in increased capital costs Ability to make timely decisions Billing
Maintenance costs Client confidence in construction team Project management skills
Site management Contractor’s cash flow Organisational resources
Contractor’s experience Client influence Organisational structure
Project planning Project size Competitive strategy
Marketing Bidding Relationships
Technology
Critical Success Factors
 
From this list the most relevant and important CSFs were chosen by taking into account their 
success in previous research and how frequently they appeared in numerous studies. A final list of 
28 CSFs used in the questionnaire for the purpose of the primary research is shown in Table 3.4. 
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Table 3. 4 - Final list of CSFs for questionnaire 
1 Accounting systems 15 General economic conditions
2 Bidding / tendering process 16 Government policy
3
Black Economic Empowerment 
requirements
17 Heavy general operating expenses
4 Business expansion 18 Implementation of technological advances
5 Business management 19 Industry weakness
6 Capital available 20 Level of business knowledge
7 Cash flow management 21 Managerial experience
8 Client confidence in construction team 22 Obtaining work in different sectors
9 Client influence 23 Organisational structure
10 Complexity of projects 24 Profit margins
11 Diversity of projects undertaken 25 Project management skills
12 Early warning measures 26 Quality of workmanship
13 Estimating practices 27 Sales and marketing
14 Fluctuation in material cost 28 Social/cultural environment
Critical Success Factor
 
3.6.2 Primary data collection  
The primary data was obtained through qualitative and quantitative research. The quantitative 
research was collected through questionnaire surveys that comprised the particular driving forces 
and CSFs that the respondents found most relevant and regarded as the most important. The 
qualitative research was completed through semi-structured interviews with directors of cidb grade 
9 companies. 
3.6.2.1 Quantitative data collection methods 
A self-administered questionnaire comprising of quantitative questions was completed by 
respondents through an online survey. The questionnaire was based on the identified and 
categorised the driving forces and CSFs from the literature review. Once complete, a Likert-type 
rating scale was used as the primary research instrument to assess and gather the primary data of 
the quantitative study. 
3.6.2.1.1 Instrument design 
The aim of the quantitative research was to identify the driving forces and CSFs that the sample 
population found most relevant and important in the industry’s current environment. The 
development of the instrument was roughly guided by a basic process that Fleisher and 
Bensoussan (2015: 299) discuss for determining the CSFs as follows: 
• Firstly, the researcher must innovatively, broadly and as accurately as possible identify the 
CSFs that are at the forefront of the driving forces of the industry. 
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• Once these CSFs have been identified, it is then necessary to define their importance in the 
industry. The purpose is then to direct the firms’ strategic efforts on those CSFs that are 
most important and closely positioned to the centre of success of the industry. 
They further elaborate on the process by discussing the various depths to which one can go into 
for identifying the factors. They cite Thompson, Gamble and Strickland (2006) as suggesting that 
the following three questions be asked when identifying CSFs: 
• What is the basis that customers use to choose between competing brands? 
• Assuming the nature of the competitive forces and rivalry, what are the capabilities and 
resources that a firm will need to compete successfully? 
• What limitations between product/service attributes, competencies, capabilities, or historical 
market achievements will place a firm at a significant disadvantage? 
A comprehensive literature review completed to create a database of driving forces and CSFs that 
are visible and important in the construction industry. A draft list of the most frequently occurring 
driving forces and CSFs was drawn up from this database to be used for the survey questionnaire.  
The questionnaire was designed on an online survey website called Question Pro. The instrument 
was in English as it is one of the common languages in South Africa, reducing the communication 
barriers and assuring confidence in all participants’ understanding of the survey. It took on average 
of five to ten minutes for the respondents to complete. The instrument consisted of four sections 
which are explained below, and full completion of each section was required before a respondent 
could move onto the next section. 
Section 1: Demographical forces 
In this section closed-ended questions were used to gather the demographic information of the 
respondents, such as gender, age group, work experience, and level of education. The purpose of 
this section was to establish any difference of insight from the demographics and their experience 
regarding the topics being researched. 
Section 2: Driving forces 
In this section a five-point Likert-type scale question was set up, whereby the respondents had to 
indicate to what extent the driving forces that were listed impacted the organisation’s decision- 
making within the construction industry.  
Section 3: CSFs 
This section also had a five-point Likert-type scale question. Here the respondents had to indicate 
the level of importance of the listed factors as experienced by the respondents regarding decision 
making and success in their organisations. 
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Section 4: Comments 
This section was included so that the respondents could add any factors that were not listed in 
Section 3 but that they considered to be critical to the success and decision making of their 
organisations. 
3.6.2.1.2 Pilot survey 
To determine whether the questionnaire was practically and properly structured, a pilot survey was 
conducted. This helped to determine whether the desired outcome would be achieved and assisted 
in finalising the final version of the questionnaire. 
In the survey three respondents were given physical copies of the questionnaire and asked to 
complete it.  How long they took to compete the survey was noted. The respondents were also 
asked to comment on any uncertainties and indicate any problems and errors that they had picked 
up or experienced. Their results were then added to the electronic version of the questionnaire to 
run a simulation of the data and results. Only minor adjustments were made regarding spelling and 
ambiguity. 
3.6.2.2 Qualitative data collection methods 
The qualitative data collection method was used with the main objective of gaining the perspective 
of a company within the construction industry regarding the following sub-question: 
• What business strategy is best suited for the current driving forces and CSFs in the 
construction industry? 
The question relates to the results obtained from the quantitative research and is used to 
investigate how the information gained from the quantitative research can be applied in a 
construction organisation’s business strategy. 
A semi-structured interview process was followed for the collection of the qualitative data. This 
allowed for results to be discussed and open-ended questions to be asked, which the interviewees 
could then answer by giving their views and opinions. 
3.6.2.2.1 Instrument design 
An interview schedule was constructed which consisted of set discussion points and the interview 
questions which needed to be prepared beforehand. A pilot test was conducted to allow the 
correction of ambiguity and language editing to be done. Tests were also conducted with the 
equipment to be used for the recording of the interviews to check sound quality and whether the 
devise was affected by the acoustics of the interview rooms. 
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Once all pilot tests had been completed, a final draft of the interview schedule was prepared. The 
interview schedule consisted of a cover letter, introduction section, and the interview discussion 
points and questions. The cover letter gave a brief introduction of what the research study was 
about and at what stage the research currently was.  It also thanked the interviewees for their 
participation and provided the researcher and his research supervisor’s contact information, should 
the interviewees wish to contact either of the two.  
The introduction section was used to gain some background knowledge of the interviewees and 
their perceptions of the current state of the construction industry in South Africa. The introduction 
section was followed by a brief discussion of the results that the researcher had obtained from the 
quantitative research phase of the study. This section was divided into a discussion on driving 
forces and a discussion of CSFs. The interviewees were then asked how they viewed the results 
and which of the results played the biggest role in their construction organisation. The last section 
of the interview covered business strategy. The interviewees were asked to discuss what business 
strategies best suited the construction organisation and why they thought so. Next, they were 
asked what their organisations’ current business strategies were and the reason for their choice. 
To conclude the interview, the interviewees were asked whether they had anything else that they 
felt worth mentioning that could contribute to the research. 
3.7 DATA COLLECTION PROCEDURES 
3.7.1 Quantitative data sampling procedures 
3.7.1.1 Define the population 
The target population for this study was the senior management to director level employees of 
construction companies that are registered as Grade 9 by the cidb. These would be the group of 
the largest construction companies in South Africa which can tender for projects without any limit to 
the value or project size.  
3.7.1.2 Sampling method 
Sampling is a method to reach conclusions in relation to the whole population by studying a 
chosen set of its members. There are two types of sampling that are generally used for research, 
namely probability and non-probability sampling. Probability sampling is the preferred method used 
when doing quantitative research, as the main objective is to gain a good representative sample of 
the population. This allows the researcher to obtain a large number of responses when collecting 
data, and then being able to generalise conclusions on the population (Creswell 2009). Non-
probability sampling allows for techniques whereby the researcher selects a sample based on the 
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subjective judgement of the research. In situations where data can possibly be collected from the 
entire population no sampling is necessary (Saunders et al. 2009).  
There are currently 116 active Grade 9 companies registered by the cidb. (Construction Industry 
Development Board (cidb), 2018)) The only sampling is to target companies that are either building 
or civil contractors.  
3.7.1.3 Sample size 
Leedy and Ormond (2010: 52) suggest that researchers should make best use of the sample size 
applicable. For selecting a sample size from a population close to a hundred, they recommend that 
the whole population should be surveyed as there is little point in sampling. 
For the quantitative research, the sample size was 153 senior management to director level 
employees of cidb Grade 9 construction companies. The necessary details of registered 
companies and their managing directors were sourced off the cidb website (www.cidb.org.za), 
where it is available to the public. 
3.7.1.4 Instrument administration 
The questionnaire survey was made up of close-ended questions through multiple question 
formats. Respondents were required to specify what level of importance the factors have on their 
organisations, and what level of impact driving forces have on their decision making. A symmetric 
‘not important - very important’ and ’no impact – severe impact’ Likert-type scale measured the 
respondents’ attitude by asking the extent to which they considered the role of the factors and 
forces with regard to the question. 
The questionnaire survey was distributed by the researcher’s sending out an e-mail to the 
respondents along with a brief summary of the study, the ethical statement and what was required 
of the respondents if they chose to participate. The e-mail had a link at the bottom on which the 
respondents could click and which took them to the online version of the questionnaire, where they 
could then complete it. 
The questionnaires were accompanied by a cover letter that included the following information: 
• A brief explanation of the research undertaken; 
• The relevance of the study; 
• Confidentiality and assurance of participants; and 
• Contact details of the researcher for any enquiries or comments. 
 
 
Research Methodology 
47 | P a g e  
 
3.7.2 Qualitative data sampling procedures 
3.7.2.1 Define the population 
The population of the qualitative data collection were the directors of cidb grade 9 companies that 
have managed to remain successful during the current market conditions, and form part of the 
industry that is being investigated. 
3.7.2.2 Sampling method 
The sampling for the interviewees was based on the judgement of successful cidb grade 9 
companies, of which interviews were then conducted with mentioned company’s directors. The 
data was collected through interviews with the four directors of cidb Grade 9 companies to be used 
for exploratory research on the information gained from the qualitative survey. 
3.7.2.3 Sample size 
The sample size was limited to the number of directors available for interviews. 
3.7.2.4 Instrument administration 
The semi-structured interviews were conducted with construction organisation directors who had 
indicated they were willing to participate.  Interviewees were contacted via e-mail to request their 
participation so that they could confirm their willingness and when they would be available. 
Meetings were then scheduled with the interviewees at their offices at the earliest availability to 
make the process as easy as possible for them. The interviews were conducted on a one-on-one 
basis and were recorded so that the interviewer had the freedom to listen and focus on the 
interview without having to write down notes. Once the interviews had been completed, the 
transcribing was done and all information with regard to the identity of the interviewees was 
removed as required by the confidentiality agreement. 
The benefits of conducting semi-structured interviews were that the use of open-ended questions 
allowed the interviewees to develop their thoughts on the questions and answer in their own words. 
(Denscombe, 2007: 182) 
3.8 DATA ANALYSIS 
3.8.1 Quantitative data analysis 
Once the quantitative data that was needed for the study had been collected, the reports were 
analysed for cleaning purposes and then converted into Microsoft Excel spreadsheets. The first 
section of the survey was used to obtain the demographic information of the respondents, such as 
gender, age, level of education, professional background, and experience. The second and third 
sections of the survey were focused on obtaining the required data for the research objective. 
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3.8.1.1 Data cleaning 
Question Pro’s online survey was used for the purpose of conducting the questionnaire. This 
meant that none of the respondent were able to tamper with the survey. Individuals also had to 
fully complete a section before they could continue with the next. The only data cleaning that had 
to be done was to remove any incomplete survey. This ensured that all the total values throughout 
the survey were equal. The only other cleaning that could have been required was the removal of 
respondent programming i.e.   when a respondent simply selects the same option throughout the 
whole survey and does not read what is required or asked. This is a common occurrence for 
surveys with Likert scales. However, this study did not encounter any programming. 
3.8.1.2 Descriptive statistical analysis  
Question Pro’s online survey automatically created a report and statistically summarised all the 
data collected form the survey. Once the minor data cleaning had been completed, the report was 
converted into a Microsoft Excel format so that it could be customised to the required format for the 
study, without altering the data.  
Sub-question 1 - What driving force is the most evident in the construction industry? 
The respondents were given a statement on what a driving force is. They were then required to 
indicate to what extent each of the driving forces influenced their organisation’s decision making. A 
Likert scale was used which ranged from 1 (which represented no impact) to 5 (which represented 
severe impact). The mean average was calculated for each driving force and was interpreted 
according to the following range: 
• > 4.20 ≤ 5.00 (Severe impact) 
• > 3.40 ≤ 4.20 (Major impact) 
• > 2.60 ≤ 3.40 (Moderate impact) 
• > 1.80 ≤ 2.60 (Minor impact) 
• > 1.00 ≤ 1.80 (No impact) 
 
Sub-question 2 - What are the most important construction company CSFs? 
The respondents were given a statement on what a CSF is. They were then required to indicate 
the level of importance the factors had with regard to the decision making and success in their 
organisations. A Likert scale was used which ranged from 1 (which represented not important) to 5 
(which represented very important). The mean average was calculated for each driving force and 
was interpreted according to the following range: 
• > 4.20 ≤ 5.00 (Very important) 
• > 3.40 ≤ 4.20 (Important) 
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• > 2.60 ≤ 3.40 (Somewhat important) 
• > 1.80 ≤ 2.60 (Of little importance) 
• > 1.00 ≤ 1.80 (Not important) 
3.8.2 Qualitative data analysis 
Kreuger and Neuman (2006: 434) describe qualitative data analysis as being a less standardised 
approach to analysing data than is required from quantitative data analysis techniques. For the 
research content analysis was completed for the reviewing of the data. From Creswell (2013: 44) a 
best-practice procedure was obtained for the semi-structured interviews that were carried out for 
the qualitative data collection. The process consisted of the following steps: 
• Transcribing the audio interviews verbatim; 
• Organising and preparing the transcripts; 
• Interactively re-reading the transcripts; and 
• Developing common themes and codes while analysing. 
The procedure was closely followed with each interview that was conducted. The interviews were 
conducted face-to-face and recorded with a dictaphone. The transcription of the interviews was 
done by the researcher in order to increase the knowledge of what was said throughout the 
interviews and better develop codes and themes. Once transcripts had been completed, the 
participants of the interviews were allowed to review and verify that these were a true and accurate 
reflection of the interview. 
For analysing qualitative data Taylor-Powell and Renner (2003: 5) propose the following process, 
which was followed for the analysis of the data collected from the interviews: 
• Know your data through repetitive reading of it; 
• Analyse the data with key objectives; 
• Categorise the data to identify themes and patterns; 
• Find patterns and connections inside and among categories; and 
• Interpret the data and convey how it all fits together.  
 
Sub-question 3 - What business strategy is best suited for the current driving forces and 
CSFs in the construction industry? 
For this question the interviewees were given the results from the quantitative research that had 
been conducted with regard to CSFs. The question focuses on understanding what business 
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strategies the professionals being interviewed thought are the most appropriate to effectively 
implement the most important CSFs.  
3.9 RELIABILITY AND VALIDITY OF QUANTITATIVE DATA 
Burton and Mazerolle (2011: 27) explain that if a researcher wants to report confidently on his or 
her research, it is imperative that the reliability and validity of the quantitative data collected is 
ensured. Reliability in this regard is the extent to which a researcher’s data collection would 
produce results that are similar should the process be done repeatedly under a constant 
environment, and are free from random mistakes (Bell, 1993: 3). 
To test the reliability of the data most researchers make use of the Cronbach’s alpha, which 
measures the relationship between scale items (Bryman & Bell, 2007: 550). Vaske, Beaman and 
Sponarski (2017: 163) explain that the aim of using the statistic is to measure the amount of 
variance that exists in a sample of a data collection. The Cronbach’s alpha’s scale ranges from 0.0 
to 1.0, where 0.0 indicates a low inter-correlation and 1.0 indicates a high inter-correlation between 
the scale items. The higher the inter-correlation of the scale items, the more likely the reliability of 
the data collection. 
The Cronbach’s alpha was chosen as the appropriate reliability test to perform on the quantitative 
data collection as it is regarded as a popular and accepted method to use. It was conducted once 
the data collecting had been completed. The data was exported from the online survey platform 
(QuestionPro) and imported into IBM’s SPSS Statistics (version 22). The software allows the data 
to be analysed by the technical formula required by Cronbach’s Alpha and produces the results. 
The process was run for the data collection results of both the driving forces and the CSFs section 
of the questionnaire, and produced the following results: 
Table 3. 2 - Driving forces - Reliability statistics 
 
Cronbach's 
alpha 
Cronbach's alpha 
based on 
standardized items 
No of 
items 
.773 .785 12 
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Table 3. 3 - CSFs - Reliability statistics 
 
Cronbach's 
alpha 
Cronbach's alpha 
based on 
standardized Items 
No of 
items 
.868 .865 28 
 
Pallant explains (2010: 70) that the level of reliability required is very much dependant on the 
purpose for which the research is done and the nature thereof.  Generally, it is acceptable to have 
a minimum level of 0.7. With results of 0.773 and 0.868 for the quantitative data collection 
instrument used, it was found the internal consistency of the scale items of the instrument are fairly 
high and that the reliability of the instrument is acceptable. 
The internal validity of the quantitative data collected refers to whether it is measuring or describing 
what the proposed research is required to achieve, in terms of the research questions. The 
external validity determines whether the findings of the research sample can be generalised to the 
total population. Owing to the research being conducted on the whole population and sampling not 
being an option, it can be seen that the results can be a valid representation of the research 
population. 
3.10 RELIABILITY AND VALIDITY OF QUALITATIVE DATA 
Saunders et al (2009: 156) explain that the lack of standardisation that accompanies the interview 
process leads to concerns regarding reliability. The reliability of research can be described as 
whether other researchers doing similar studies will obtain comparable results. The reliability takes 
into consideration any prejudice that might influence the results obtained from the study. The 
prejudices that could affect the reliability of the qualitative research process could be preconceived 
answers that the interviewer could guide the interviewee into giving. To ensure that there was no 
prejudice or bias from the interviewer, the questions were asked without giving the opinion of the 
interviewer and without giving any information that could influence the interviewees’ views.  
Saunders et al (2009: 157) further discuss the validity of respondents as being the researcher’s 
capability in gathering knowledge and experience from the interviewees and their information 
provided thereby questioning the credibility of the information provided by the interviewee. 
Denscombe (2003: 134) proposes that the data from the interviews be compared or confirmed by 
information gained in previous studies and research. This is done by relating the data from the 
interview with the data from the literature review conducted in Chapter 2. The interviewees were 
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chosen based on their company’s success and their experience, so their answers are all seen as 
relevant and acceptable. 
Pandey and Patnaik (2013: 5752) propose that researchers implementing a qualitative paradigm in 
a study should attempt to prove the trustworthiness of the research as a means of confirming the 
reliability and validity. The criteria that researchers can adopt to assist in improving the 
trustworthiness of a study are credibility, transferability, dependability and confirmability. The 
credibility of this study was ensured through the process of triangulation, whereby the data gained 
from the interviews are compared to that found in the literature review. This assures that findings 
are based on more than one source, thereby improving the credibility of the conclusions made. 
Transferability of the qualitative research is achieved through what Lincoln and Guba (1985: 289) 
call “thick description”. This is achieved by describing the phenomena in adequate detail to the 
extent to which a conclusion can be transferred to another time, setting or situation and be 
evaluated. The dependability and conformability are ensured by the researcher quoting directly 
from the interviews conducted and making the transcripts or ‘raw data’ of the full interviews 
available in the appendices. This allows that the process of data gathering is fully visible and gives 
a clear indication of where conclusions are drawn from (Pandey & Patnaik, 2013: 5752). 
3.11 ETHICAL CONSIDERATIONS 
As the research was conducted at the Nelson Mandela University, a screening committee had to 
confirm that no harm could come to anyone wishing to participate in the study. A further 
confirmation is the completion of the EBEIT ethics self-evaluation by the researcher. This can be 
found in Annexure A. 
The research was conducted according to the four clusters of moral principles as set out by 
Beauchamp and Childress (2001: 121) and which provide a framework for making decisions with 
regard to the ethical aspects of a study: 
• Respect for autonomy ensures that research participants will be entirely free to make a 
choice whether to participate in the study; 
• Non-maleficence: The researcher will have the obligation not to inflict harm or damage to 
their study participants; 
• Beneficence: The research to be done will be positively good in the sense that the 
research will have scientific, practical or educational value; and 
• Justice: All participants to the study will be treated equally and fairly and ensured that they 
are accorded their full rights. 
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All participants of the interviews were given consent forms which they read and confirmed that they 
fully understood the information on the form. The consent form informed the participants that all 
information that they wish the give would remain anonymous to protect their and their 
organisations’ identity. Their participation in the interview process was completely optional and 
they could stop the interview at any time they felt uncomfortable or were unwilling to participate any 
longer. Finally, the interviewees had the option to withdraw from the research at any stage after the 
interviews had been completed and their information would be removed from the study. 
3.12 SUMMARY  
The chapter discussed the research methodology that was employed for this study. Firstly, the 
philosophical stances and paradigms that were taken for the purpose research were described in 
detail as well as the reasoning thereof. The research approach, strategy and methods were then 
discussed. The approach of the research can be seen as both inductive and deductive, with the 
research strategies undertaken being a survey and case study. A mixed-method was used for this 
research as it incorporated the gathering of both quantitative and qualitative data. The data 
collection processes are further discussed and how the data gathering procedures were 
completed. The chapter is concluded with an explanation of the reliability and validity measures 
applied towards quantitative and qualitative data, as well as the ethical considerations for the 
study. 
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CHAPTER 4 
RESULTS, ANALYSES AND INTERPRETATION  
4.1 QUANTITATIVE RESULTS, ANALYSES AND INTERPRETATIONS 
4.1.1 Responses 
4.1.1.1 Response Rate 
The response rate of the questionnaire survey was less than ideal. Similar studies have indicated 
that contractors are notorious for in terms of responses, with some struggling to get 25%. With a 
population size of a 116 registered grade 9 cidb companies at the time of the survey, only 40 fully 
completed responses were received. There were a further eight (8) responses received that the 
respondents had failed to fully complete. These were disregarded and not included in the analysis. 
The final response rate for the questionnaire was 35%. 
4.1.1.2 Demographic profile of respondents 
Figure 4.1 below depicts the gender composition of the sample used in the survey. It indicates that 
93% of the respondents were male and only 7% female. The reason for the skewed sample could 
be as a result of the construction industry’s male-dominated positioning. 
 
Figure 4. 1: Respondents’ gender composition 
Figure 4.2 illustrates the distribution of the different age groups of the sample used. 
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Figure 4. 2: Respondents’ age group 
In Figure 4.2 the majority of the respondents were over 40 years old, i.e. 73%.  This was expected 
as all respondents were senior management or directors of their organisations and it usually 
requires several years of experience in the industry to attain such positions. 
 
Figure 4.3 illustrates the highest level of education of the sample used. 
 
Figure 4. 3: Respondents’ highest level of education 
Figure 4. 3 indicates that most of the respondents have bachelor’s degrees (48%) and the rest 
mostly have grade 12 certificate or a national diploma. Only a handful of respondents had a 
master’s degree and none of them had a doctoral degree. 
Figure 4.4 illustrates the main professional background in which the respondents had gained their 
work experience.  
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Figure 4. 4:  Respondents’ main professional background 
Figure 4.4 indicates that although there are respondents from different professions, the majority 
had gained their professional experience through civil and/or structural construction management.  
The remaining participants had the following professional backgrounds: 
• Human resources; 
• Commercial management; or 
• Mechanical engineering. 
 
Figure 4.4.1.15 illustrates the length of experience the sample used has as a contractor in the 
construction industry. 
 
Figure 4. 5: Respondents’ experience as contractors 
Figure 4.5 shows that most respondents have at least 21 or more years of experience as 
contractors, with the number of respondents declining the lower the number of years of experience   
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is. This is an ideal result as with experience, knowledge is gained, and that would reflect more 
accurate results for the research. 
4.1.2 Research question 1 
Hypothesis one stated that most eminent driving forces of the construction industry are those 
relating to economic growth. Section 2 of the questionnaire required the respondents to indicate 
the extent to which the listed driving forces influenced their organisation’s decision making.  The 
Likert-type ranking system gave the respondents the options to give each of the driving forces 
listed a rating of what the respondent perceived each driving force’s impact to be. The possible 
ratings the respondent could choose from were as follows:  no impact; minor impact; moderate 
impact; major impact; severe impact.  
 
 
4.1.2.1 Results 
Table 4.1 provides the summary of the ratings that the driving forces received from the 
respondents. 
Table 4.1: Questionnaire results on driving forces 
1 Infrastructure development 0 3 1 21 15 4.20 4.00 0.82
2 Political stability 0 2 4 19 15 4.18 4.00 0.81
3 Business confidence 0 0 14 21 5 3.78 4.00 0.66
4 Diversity of available opportunities 0 3 13 22 2 3.58 4.00 0.71
5 Market power shift 0 5 15 18 2 3.43 4.00 0.78
6 Access to finance 2 6 10 18 4 3.40 4.00 1.03
7 Demographic change 0 9 15 13 3 3.25 3.00 0.90
8 Technological capabilities 0 5 22 12 1 3.23 3.00 0.70
9 Labour intensive construction technology 4 12 10 12 2 2.90 2.00 1.11
10 Export of construction related services 8 13 12 5 2 2.50 2.00 1.11
11 Energy efficient and/or Green Construction 5 17 13 5 0 2.45 2.00 0.88
12 Environmental change 5 18 11 6 0 2.45 2.00 0.90
3.28 - -
Mean 
Score
Mode 
STD 
Dev.
Overall Mean
Ref Driving force No impact
Minor 
impact
Moderate 
impact
Major 
impact
Severe 
impact
 
Table 4.1 shows that a mode of 4.00 is the most frequent, with a mode of 2 also quite frequent. 
The standard deviation is mostly between 0.90 and 0.70, with three (3) of the results receiving a 
standard deviation slightly above 1.00.  
4.1.2.2 Analysis of the results 
Table 4.2 shows the driving forces sorted according to the perceived impact ratings that they 
received from the survey.  
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Table 4.2: Results of driving forces sorted 
Driving force No impact
Minor 
impact
Moderate 
impact
Major 
impact
Severe 
impact
Mean 
Score
1 Infrastructure development 0 3 1 21 15 4.2
2 Political stability 0 2 4 19 15 4.175
3 Business confidence 0 0 14 21 5 3.775
4 Diversity of available opportunities 0 3 13 22 2 3.575
5 Market power shift 0 5 15 18 2 3.425  
The overall mean score of 3.277 indicates that the participants perceive that most of the driving 
forces have an impact on their organisation’s decision making in some way. However, there are a 
few that stand out as having a much greater impact than those that received lower impact ratings.  
Table 4.2 shows that the driving force with the highest mean score of its impact rating is the 
development infrastructure.  The driving force with the second highest ranking, which had a mean 
score of only 0.025 less than that of the first driving force, was the stability of political conditions. A 
reason for these two driving forces ranking so close to each other could be that they are both 
predominantly controlled by government decision making and influence the amount of government 
spending in the construction industry. The third highest impact rating score was the confidence 
with which business managers were optimistic about the prospects of their companies. This can be 
due to the fact that business confidence increases when the industry is doing well and companies 
have a good turnover. 
The driving forces that ranked 4th and 5th had scores quite close to each other (3.575 & 3.425) and 
still had high impact ratings. They are thus also regarded as worth mentioning. In fourth place was 
the diversity of available opportunities and fifth was the shifts in market power over the industry. 
4.1.2.3 Interpretation of the results 
The results show that infrastructure development and political stability are clearly the most eminent 
driving forces of the construction industry. According to the Economic Analysis Unit of SRM (2012: 
3), the development of infrastructure can form a solid foundation for an economy, which can 
potentially change social, physical and economic structures in a country. It can inspire economic 
growth and improve employment conditions for a nation such as South Africa. However, this is only 
possible when it is done efficiently and extensively. Rajakaruna et al. (2013: 158) contend that 
when political stability is disrupted, it can cause the rapid changing of policy decisions taken by 
previous governments, such as revising decisions taken on infrastructure development and tender 
awards. This type of political instability can disrupt the construction industry and its productivity. 
This creates a need for clear and effective policies in the construction industry. These should be 
developed from the identified objective of the national construction priorities and provide guidance 
for the mobilisation of investment. 
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The findings indicate that government decision making regarding economic growth plays a vital 
role in the driving and improvement of the construction industry. Government’s decisions to invest 
in infrastructure and then having clear and effective policies for the construction industry would 
have a positive effect on both the industry and create a stable platform on which the economy can 
grow.  PWC (2016: 14) mentioned transformation becoming a key challenge for South African 
organisations and that one of its severe impacts is that it could reduce an organisation’s ability to 
win tenders. Transformation targets are in most cases controlled by the government and most of 
the key driving forces are significantly impacted by government decision making 
The driving forces that ranked third to fifth in the survey results can be seen as being more industry 
related than economical. Third was business confidence, which Khoi and Vixathep (2016: 2) 
describe as a critical early warning indicator for the industry. Diversity of available opportunities 
and market power shifts, which were ranked fourth and fifth, both have to do with the 
competitiveness of the industry.  The Council of Economic Advisors (2016: 2) explains possible 
causes of shifts in market power and changes to the competitiveness of industries as efficiencies 
associated with scale, increases in mergers and acquisitions, and organisations crowding out 
competitors, either through innovation or deliberately. 
4.1.2.4 Testing of hypotheses 
Hypothesis one stated that most eminent driving forces of the construction industry are those 
associated with economic growth. The findings, as seen on Table 4.2, shows that infrastructure 
development and political stability have the biggest impact on driving the industry. These two 
driving forces are highly related and influential towards economic growth and thus support 
hypothesis one. 
4.1.3 RESEARCH QUESTION 2 
Hypothesis two stated that the CSFs relating to acquiring projects are the most important for 
construction companies. In Section 3 of the questionnaire respondents were required to indicate 
the level of importance they perceived of each CSF listed. 
 
4.1.3.1 Results 
Table 4.3 shows the results from Section 3 of the survey which was related to the respondents’ 
perception of the CSFs they considered to be important to the decision making and success of 
their organisations.  
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Table 4.3: Respondents’ perception of the importance of CSFs with regard to decision making and 
the success of your organisation 
1 Bidding / tendering process 1 0 0 1 37 4.87 5.00 0.66
2 Managerial experience 0 0 0 12 27 4.69 5.00 0.47
3 Estimating practices 0 0 2 10 27 4.64 5.00 0.58
4 Profit margins 0 0 1 13 25 4.62 5.00 0.54
5 Quality of workmanship 0 0 2 13 24 4.56 5.00 0.60
6 Cash flow management 0 2 2 9 26 4.51 5.00 0.82
7 Project management skills 0 0 1 17 21 4.51 5.00 0.56
8 Government policy 0 0 2 16 21 4.49 5.00 0.60
9 Business management 1 0 1 17 20 4.41 5.00 0.79
10 Capital available 0 3 2 14 20 4.31 5.00 0.89
11 General economic conditions 0 1 4 16 18 4.31 5.00 0.77
12 Accounting systems 0 0 5 18 16 4.28 4.00 0.69
13 Black Economic Empowerment requirements 1 1 3 17 17 4.23 4.00 0.90
14 Early warning measures 0 2 5 17 15 4.15 4.00 0.84
15 Organisational structure 0 0 5 24 10 4.13 4.00 0.62
16 Level of business knowledge 0 3 4 18 14 4.10 4.00 0.88
17 Client confidence in construction team 0 2 9 16 12 3.97 4.00 0.87
18 Industry weakness 0 4 8 12 15 3.97 5.00 1.01
19 Heavy general operating expenses 1 2 8 17 11 3.90 4.00 0.97
20 Fluctuation in material cost 0 4 9 14 12 3.87 4.00 0.98
21 Obtaining work in different sectors 0 3 9 17 10 3.87 4.00 0.89
22 Complexity of projects 0 1 12 20 6 3.80 4.00 0.73
23 Diversity of projects undertaken 0 2 18 13 6 3.59 3.00 0.82
24 Client influence 0 6 10 20 3 3.51 4.00 0.85
25 Social/cultural environment 1 2 17 15 4 3.49 3.00 0.85
26 Implementation of technological advances 1 3 15 17 3 3.46 4.00 0.85
27 Business expansion 2 3 18 14 2 3.28 3.00 0.89
28 Sales and marketing 3 13 11 8 4 2.92 2.00 1.13
4.087928571 - -
STD 
Dev.
Moderate 
impact
Major impact Severe impact Mean Score Mode 
Overall Mean
Ref Driving force No impact Minor impact
 
Table 4.3 gives a clear indication that all the CSFs mentioned have some sort of importance in the 
success of the organisations as there are not any factors that quite clearly have no importance. 
This indicates that, although the list of CSFs was compiled from national and international research 
and theory, they are all currently still relevant for the sample group 
4.1.3.2 Analysis of the results 
Table 4.3 shows the importance rating that the respondents gave each CSFs regarding how 
important they perceive each factor to be in terms of the decision making and success of their 
business. The analysis of the results indicates that the overall mean for all the factors is above 4, 
which further confirms the relevance of all the items as being possible CSFs for the participants’ 
organisations in the survey sample. It is also worth noting that only two factors received more than 
one rating of ‘Not important ‘, and only two factors received a ‘Of little importance’ rating of more 
than five.  Of the 28 CSFs only, sales and marketing received a mean score below 3.0, and it also 
received the most ‘Not important’ and ‘Of little importance’ ratings. This can mainly be a result of 
the public sector’s tendering process, which in a way eliminates the need for sales and marketing 
of companies that are looking to acquire large public projects. 
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Table 4.4 show the top 10 CSFs as perceived by the respondents, and they are sorted according 
to the mean score of the importance rating. 
Table 4.4:  Top 10 CSFs as perceived by the respondents 
Critical Success Factor Not important
Of little 
importance
Somewhat 
important
Important
Very 
important
Mean Score
1 Bidding / tendering process 1 0 0 1 37 4.872
2 Managerial experience 0 0 0 12 27 4.692
3 Estimating practices 0 0 2 10 27 4.641
4 Profit margins 0 0 1 13 25 4.615
5 Quality of workmanship 0 0 2 13 24 4.564
6 Cash flow management 0 2 2 9 26 4.513
7 Project management skills 0 0 1 17 21 4.513
8 Government policy 0 0 2 16 21 4.487
9 Business management 1 0 1 17 20 4.41
10 Capital available 0 3 2 14 20 4.308  
From the list of top 10 CSFs on Table 4.4 it can clearly be seen that they are very important to 
most of the respondents of the survey as they all received a majority rating of ‘Very important’ from 
more than half the respondents.  
With only two respondents not rating the bidding and tendering processes used by organisations 
as ‘’Very important’, it is unquestionably perceived as the most important CSF for decision making 
and the success of the organisations in the survey sample. The 2nd, 3rd and 4th factors all have 
mean scores quite close to each other and received very similar importance ratings. The second 
most important CSF was the experience of the management of the organisation. Third most 
important was the estimating practices used by the organisation, and fourth was the profit margins 
implemented by the organisation.  
The fifth most important CSF is the quality of workmanship. This factor is also linked to the first 
most important CSF in that it is proof of the organisation’s capabilities and forms part of the resumé 
supplied along with any tender or bid. The quality of workmanship of previous construction projects 
supplied to potential clients or project managers gives them confidence in what to expect from the 
organisation that they might employ. 
The top seven (7) ranked CSFs can be seen as being the most important as they all had a mean 
score over 4.50, which means that more than half the respondents in the survey gave them a 
rating of ‘Very important’. 
4.1.3.3 Interpretation of the results 
The survey revealed bidding and tendering processes as the most important CSFs. This is most 
likely owing to the fact that successful bidding or tendering leads to more work and construction 
projects for the organisations and thus builds on their success and sustainability. Oyewobi et al. 
(2014: 2063) explained that the tendering process in South Africa has become highly competitive 
and even unsustainable for some businesses in the construction industry. Construction 
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organisations are required to improve on their strategy on the tendering process and become more 
proactive to increase their chance of success or even survival. 
Managerial experience, estimating practices and profit margins were ranked 2nd, 3rd and 4th 
respectively in the survey. The reason that these three factors are discussed together is that they 
are all linked to the most important CSF in a strategic way. When any of these three factors is 
adjusted or changed, it possibly causes an alteration or adjustment to the bidding and tendering 
process, thereby possibly influencing the success of the organisation. Tong (2016: 6) states that a 
proper management team that is competent and experienced and who can closely, cooperate and 
integrate their areas of expertise could improve the quality of work and save costs for the 
organisation. Cantarelli et al. (2010: 6) discuss the effects of inaccurate estimating practices on 
construction organisations and how they could possibly affect numerous stages of a project 
lifecycle. An organisation’s choice of estimating practices could lead to the success of a project 
and good profit for an organisation or lead to cost overruns and financial losses for an organisation 
and possibly a decline in the quality of workmanship. Estimating practices are dependent on 
numerous factors, with management experience and profit margins playing a significant role in an 
organisation’s choice.  
With the high level of competitiveness that the tendering process brings to the construction 
industry, a lowest-win-bid approach is generally implemented. Tong (2016:7) suggests that 
contractors would generally lower their profit margin in order to gain a lower price advantage in 
order to be awarded a tender. The further impact of lower profit margins, however, is that 
contractors are forced to lower costs and possibly neglect the quality of workmanship in the 
process. Nevertheless, quality of workmanship ranked as the fifth most important CSF on the 
survey. Pekuri (2015:14) also found quality of workmanship to be a CSF and explained that when 
organisations could identify what customers perceive as quality, they can assess which of their 
products are more lucrative and are creating more value. Organisations could then create more 
value by improving the workmanship speed and quality to improve profits on their most valued 
products. 
4.1.3.4 Testing of hypotheses 
Hypothesis 2 stated that the CSFs relating to acquiring projects are the most important for 
construction companies. The results have shown that the most important CSFs for cidb grade 9 
construction organisations are the factors associated with the tendering process and an 
organisation’s capability to tender competitively. Thus, hypothesis two was supported in that if a 
company effectively implements the most important CSFs, they should be able to acquire projects. 
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4.1.4 General comments made by respondents 
The final request of the survey was for the respondents to add any CSFs that they believe are 
significant to construction companies in South Africa and that were not mentioned in the survey.  
The following CSFs were mentioned by the respondents: 
• “Preferential Procurement Policy Framework Act SMME management” 
• “Training and developing people” 
• “Loyalty of employees” 
• “Training people well enough to leave, treat them well enough to stay” 
• “Slim overhead costs” 
• “Forcing companies to employ substandard people for political expediency is highly 
detrimental to long-term success” 
• “Negative impact of unions and labour demands” 
• “Continuation of work – pipeline of work for cash flow and reducing holding cost 
infrastructure is catalyst for growth number of competitors” 
• “Safety record of the operations. Clients take this into account when selecting contractors 
and a poor safety record could lead to a contractor not being awarded a tender that they 
were lowest in price on. The mining and international market (Wind farms, solar PV, 
Eskom) are examples of this. Having ISO accreditation in quality, safety and environmental 
is also very useful to work procurement. Having a good ethical record is also very important 
to clients.” 
4.1.4.1 Interpretation of comments 
The dominant theme that appeared in the comments that were made by respondents is the effect 
of the employees of a company. Many respondents suggested that the quality of the employees 
and their welfare is very important, as well as their further development and training. This relates to 
Wong, et al. (2010: 260) as they mention that it is advantageous that construction organisations 
encourage their managers and employees to continuously develop their skills and update their 
knowledge on the construction management in order to improve their expertise.  
The other mentionable comment was that a good safety track record can have a significant impact 
on acquiring future work, as well as ensuring that the company has a continuation of project in the 
pipeline. Naranjo, et al. (2011) confirms this by stating that construction organisations need to 
adapt themselves to keeping up with the continuous changes in the industry and satisfying clients’ 
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demands, as this could improve their likelihood of remaining competitive and advancing their 
business strategy 
4.2 QUALITATIVE RESULTS, ANALYSES AND INTERPRETATIONS 
4.2.1 Responses 
Four directors of cidb grade 9 construction organisations had positively responded to the research 
and made themselves available to be interviewed for the qualitative research portion of this study. 
The respondents had been identified through the quantitative results and are employed by 
companies that are managing to remain successful in the current construction market environment. 
Interviews were conducted at the respondents’ soonest available time and at the most convenient 
location for them.  
4.2.1.1 Profile of respondents 
As an introduction to the interview, the interviewees were requested to give a brief introduction as 
to what their experience in the industry is and their impression of the current state of the industry.  
4.2.1.1.1 Interviewee one 
The interviewee stated that he had been working in the industry and for the same company for 
about 25 years. His current position is that of construction director. As a company, the bulk of their 
work is for government institutions, such as local governments and SANRAL, and is mostly 
focused on working in the Eastern Cape and Western Cape. With the current state of the industry it 
was mentioned that their company is under pressure to secure work going forward. Lastly, it was 
mentioned that unless there is a sudden surge in work from government institutions, the 
construction market will remain a risky industry in which to work. 
4.2.1.1.2 Interviewee two 
The second interviewee stated that he was 52 years old and had obtained a civil engineering 
degree in 1988 by way of a SANRAL bursary. He worked for SANRAL for two and a half years. 
Then he bought himself out of his contract and moved into the private sector. Since then he has 
been working for the same company. He started off as a site agent, then progressed to contracts 
manager, and has now been the managing director for about eight or nine years. He also 
completed a B Com degree during the earlier stage of his career. He explained that the company 
that he works for is in a good position, with healthy financial balance sheets and growing income 
statements. He described the industry as not healthy, and in dire straits. If the industry were to 
continue not producing work, they would probably have to reduce the size of their organisation, as 
the situation is becoming a big issue. 
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4.2.1.1.3 Interviewee three 
Interviewee number three has been working in the industry for over 35 years and started working in 
1983. He had worked for two other companies for the first six years of his career, after which he 
started at his current company and has been working for them ever since. He obtained a B Tech in 
civil engineering, which he studied during the first few years of his career. He also completed a 
financial degree, majoring in tax, business economics and commercial economics, to give him a 
backup on his civil qualification. His construction background has mostly been roads and bridge 
construction for the Department of Transport and SANRAL. During his career he has experienced 
three distinct up and down economic cycles. The company of which he is director has been able to 
experience reasonable growth over the past three to four years, even though the industry has lost 
about 35% of its market share over the same period. Although the company is doing well, the dip 
that the industry is currently going through is the worst that he has experienced. The number of 
companies that have closed down over the past three years has been the most he has seen and it 
might possibly worsen. 
4.2.1.1.4 Interviewee four 
She has been working in the construction industry for 17 years and has been employed by the 
current company for the entire period. She is currently in a director position. Her original 
educational background is in social sciences and political affairs. She sees her company as 
possibly heading towards a stressful time owing to the current state of the economy of South Africa 
and what has been happening in the construction industry over the past two to three years. As a 
company they are trying to remain lean to be sustainable, to diversify the projects they choose to 
undertake, and to remain afloat in the current market environment. 
4.2.2 Research question 3 
What business strategy is best suited to the current driving forces and CSFs of the 
construction industry? 
The objective of this question is to determine the business strategies that are best suited to the 
driving forces and CSFs that were identified in the earlier stages of the research study. This 
entailed discussing the results from the quantitative research with the interviewees and then 
investigating what business strategy would assist construction organisations to remain successful 
in the current construction environment. 
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4.2.2.1 Interview results 
In order to investigate what possible business strategies could be effective for construction 
organisations, the interviewees were asked to discuss which business strategies they have found 
to be effective and how organisations could implement these strategies. The interviews are 
analysed individually in this section, and in the next section themes will be identified. 
4.2.2.1.1 Interview one 
The interviewee identified the following business strategies that could be effective for construction 
organisations relative to the driving forces and CSF: 
• Diversification strategy 
• Cost leadership strategy 
• Differentiation strategy 
The interviewee explained that ways in which his organisation tries to differentiate itself from its 
competitors is through the quality of its work. It does not necessary play a major role in winning 
tenders, as these are mostly based on price. It does, however, set them apart from some 
competing companies and is a key to the success of their organisation. Cost leadership strategy 
was suggested as also being a vital strategy as it is part of the market requirements. An 
organisation needs to be able to supply the lowest price and still manage to be profitable.  
For implementation of a diversification strategy the interviewee explained a few ideas that their 
organisation is looking at. Setting up private-public partnerships is something they have been trying 
to achieve in South Africa. However, precedents have been set by previous failures, such as the e-
toll system, so it is difficult to obtain public backing. They are also seeking work outside of South 
Africa and seeking funding from global investment firms so that they are capable of undertaking 
financing, designing and building contracts in other African countries. 
Lastly, the interviewee mentioned that there is a great need in South Africa for infrastructure to be 
developed as economically and efficiently as possible. A holistic strategy is required whereby 
businesses get together with the government and develop an efficient way of supplying the country 
with quality infrastructure efficiently and economically. A country cannot be developed efficiently if 
it is overpaying for its infrastructure owing to government policies and regulations. 
4.2.2.1.2 Interview two 
The interviewee identified the following business strategy that could be effective for construction 
organisations relative to the driving forces and CSF: 
• Hybrid strategy 
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The interviewee explained that once a company reaches the size of a cidb grade 9 company, a 
focused type of strategy is not effective anymore. It is required that a company diversifies and 
implements different strategies to make the business work. The people that are employed by the 
company and the way the finances are managed play a key role in how a company differentiates 
itself from the industry. Companies need to be able to adapt their strategies by doing quarterly or 
bi-annual assessments of what is going on in the industry, and what political or economic situations 
are playing a part. Then decide on how to adapt the strategy to suit the current situation. 
Companies can use policies and regulation such as BEE to their advantage, because if a company 
can be awarded tenders based on those factors, they do not have to be troubled by having even 
tighter margins on the next project. 
4.2.2.1.3 Interview three 
The interviewee identified the following business strategies that could be effective for construction 
organisations relative to the driving forces and CSF: 
• Diversification strategy  
• Hybrid-cost leadership strategy 
The interviewee stated that historically companies have been focused on cost leadership strategies 
but in recent times diversification and differentiation strategies have had to be added to adapt to 
the requirements of the industry. Diversification strategies can be implemented in response to what 
is currently happening in the industry or what new government policies require from construction 
companies. When government policies such as the BEE system change, companies need to 
decide how they will respond and then either use this to their advantage or ignore it and possibly 
become negatively impacted by it. Further diversifications that were discussed are looking for 
projects outside the borders of South Africa, merger and acquisition strategies to increase 
company capabilities, and being able to undertake other types of projects. 
Differentiation in the construction industry is described by the interviewee as not being as straight- 
forward as it might be in other industries. Most organisations are competing to supply the same 
product. Therefore, the way in which companies need to differentiate themselves from their 
competitors is by the quality of the people they choose to employ and how they work with their 
clients. It is also important to put the right management systems and proper early warning systems 
in place. Most of the big listed construction companies that have gone under over the past few 
years were silos. The holding company did not control the entities below it and was not aware of 
what was going wrong in the different areas. Once the problems had escalated and the holding 
companies had become aware of the problem, it was too late. 
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4.2.2.1.4 Interview four 
The interviewee identified the following business strategies that could be effective for construction 
organisations relative to the driving forces and CSF: 
• Hybrid strategy 
• Differentiation strategy 
• Cost leadership strategy 
The interviewee stated that differentiation strategy could be quite important because it could be 
how a client recognizes which the significant companies are that stand out in the industry. 
Separate from the tender process, it is good if the client can see that the company offers a good 
quality product, maintains ethical standards, is compliant with regulations and has a good track 
record. However, cost leadership remains an important strategy as costs need to be kept low to 
remain competitive without the risk of not making a profit, which is the saving grace for some 
companies. A strategy to diversify is an aspiration for companies as well, once they have found a 
way to enter the desired markets. 
4.2.2.2 Research question 3 themes 
From discussions of the identified driving forces and CSFs relevant to cidb grade 9 companies in 
South Africa, the following business strategies were suggested by the interviewees as being 
necessary to remain competitive and successful: 
• Hybrid strategy 
• Differentiation strategy 
• Diversification strategy 
• Cost leadership strategy 
The above confirm that a hybrid strategy, by means of incorporating numerous strategies, is used 
by organisations to remain competitive in the industry. Implementing different strategies 
simultaneously is regarded as more effective and necessary. 
To further elaborate on the business strategies that are effective for construction organisations, the 
interviewees were asked to discuss how organisations could apply the business strategies in order 
to benefit from the identified most eminent driving forces and important CSFs. 
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The following strategic plans were identified that would be effective for construction organisations 
to apply the business strategies: 
• Merger and acquisition 
• Public-private partnerships 
• Finance, design and build 
• Quality and development of employees 
• Lowest price while remaining profitable 
• Assessment of industry requirement followed by strategy adaptation 
• Proper response to industry changes 
• Outstanding company profile 
4.2.2.3 Analysis of the data 
The business strategies that were identified as being most appropriate were hybrid, differentiation, 
diversification and cost leadership. However, only one interviewee suggested that only a hybrid 
strategy would be efficient enough. The other interviewees all suggested that the implementing of 
numerous strategies correctly would be more effective.  
4.2.2.3.1 Theme 1: Differentiation strategy 
The quotes below were taken from the interviews and support the idea of construction 
organisations implementing a differentiation strategy in order to benefit from the identified key 
driving forces and most important CSF: 
“To differentiate in construction is very difficult because the end products are very 
much predetermined. So, to differentiate yourself, you can only differentiate yourself 
only by the quality of your people and how you work with your clients…the 
differentiation aspect if I had to choose. That's where I would sit” 
“…all that differentiates us is not the product, but rather the attributes of how we do it.” 
“…probably differentiation strategy. It is quite important because that's how your clients 
actually recognize who are the role players. Probably in the market where you're not 
tendering or it's not just a matter of price and it's going to probably be offering a good 
quality service, good ethical company, and a track record.” 
“I think our quality of workmanship sets us apart from the rest. Not that it has any 
bearing on you getting awarded a contract because it's based on price only, but I do 
think that it's part of what makes us different.” 
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 “Differentiation. Construction is basically like selling tiles. What I mean by that is, you 
know. Whether you buy a white tile at Makro or buy a white tile wherever… It is the 
people and how you look at the story financially. And there you have to differentiate 
yourself in our industry.” 
The view of the interviewees is supported by the literature, which states that possible strategy is 
that of differentiation which creates a competitive advantage through providing a different, but 
superior service as is advised by Ling et al. (2012: 495). Construction organisations can apply a 
differentiation strategy focused on the most important CSFs. This could assist them in providing a 
superior product aligned with the most important CSFs, which allows them to gain a competitive 
advantage over their competitors in crucial success areas. 
4.2.2.3.2 Theme 2: Cost leadership strategy 
The quotes below were taken from the interviews and support the idea of construction 
organisations implementing a cost leadership strategy in order to benefit from the identified key 
driving forces and most important CSF: 
“It probably really is just cost leadership strategy effect. Cause that's the market that we 
operate in our lowest priced and still being profitable. We are in that sort of market yet 
where It has got to be the cost leadership strategy.” 
“I think it's probably quite important to, keep costs low. So, focus a lot on your 
profitability.” 
These views on cost leadership strategies are supported in the literature as Oyewobi et al. (2015: 
419) states that organisations can possibly compete favourably through cost-leadership strategies 
by carefully selecting the performance measures that could lead to superior performance. 
4.2.2.3.3 Theme 3: Diversification strategy 
The quotes below were taken from the interviews and support the idea of construction 
organisations implementing a diversification strategy in order to benefit from the identified key 
driving forces and most important CSF: 
“So, we are currently talking to DBSA to try and get, you know, across border investing, 
but I'm yet to see that happen. So, in terms of the business strategy, yeah, I think we 
realize there’s risk in the South African economy, we are looking cross border and 
diversify.” 
 “…diversify because I don't think any company in the construction industry will survive 
doing what they've always done over the last years - just doing the same thing.” 
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“We looking at diversity, and we bought concrete companies, so we moved strongly 
into civils concrete and it is a big drive. I mean we've got more guys working in a 
concrete division than in the roads at the moment.” 
The views on diversifying as a business strategy are supported by the literature that states 
expanding outward and competing with global organisations on the global market is another option 
for organisations that are able to increase their cash position and internal expertise (Kent et al., 
2017: 10). This will allow the organisation to step outside the key driving forces on the South 
African industry, which are very much government and politically influenced and affected. It will, 
however, increase pressure on even an established company as it will be competing in a more 
developed market. 
4.2.2.3.4 Theme 4: Hybrid strategy 
The quotes below were taken from the interviews and support the idea of construction 
organisations implementing a hybrid strategy in order to benefit from the identified key driving 
forces and most important CSF: 
“I think you need that combination of the differentiation strategy and cost leadership 
strategy.” 
“…as soon as you get to a certain place or not a certain place. If you're a certain size, 
you can't just focus. Then, you need to diversify and have different strategies to make 
the business work. So, it depends on where you are. If you are in our company, it must 
be hybrid.” 
“…diversification strategy at the moment, but historical strategies as we've managed 
the costs very well. So, I think it’s a bit of a blend in terms of where we are. We're not 
sort of sitting just in one box.” 
“It's the manner in which you do the job. You've got to be cost competitive, so you've 
got to right that and you've got to be diversified.” 
 
The views from the interviews relating to hybrid, which is a combination of cost leadership and 
differentiation strategies, are supported in the literature by Kent et al. (2017:10) who identified that 
companies will need to increase their capabilities in areas such as cost control, estimation and 
procurement. Oyewobi et al. (2015: 419) suggested that by carefully selecting the performance 
measures that could lead to superior performance, construction organisations could compete 
favourably through differentiation and cost-leadership. They also found that as assistance to the 
strategy, organisations needed to remain dedicated to certain strategic attributes, such as on time 
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performance, providing a quality product, remaining innovative, and implementing a low-cost or 
market separating strategy to improve IRR on investments and grow the business. 
4.2.2.3.5 Theme 5: Individuals’ perceptions of what is required 
The individuals would have their own perception of the driving forces and CSFs and how they 
would implement a specific business strategy effectively, as supported by the below quotes: 
“…it is generally what determines where the company should go or the business or the 
industry. I would not necessarily rank it like that, but. You know I think every manager 
will feel different about it” 
“…obviously, it's every guy's perception of what's important and what's not important.” 
The interviewees identified that there is not just a single business strategy that could be 
implemented to ensure a construction organisation success with regard to the identified driving 
forces and most important CSFs. The quote from the interviews below supports this statement. 
“I think you should be open to the whole series of, let us call it, strategies. And then you 
have to adapt to whatever is here in front of you and especially, I think in a first world 
country where things are more regulated you can surely choose better. But I think in 
our third world country, our political situation, our economic situation, the exchange 
rates and all those things. If you throw it all in a pot - you don't have to look monthly, 
but at least quarterly or every six months. You have to see what is in front of you and 
then decide. So, for us, you just have to call it a hybrid.” 
The quote above is supported by the literature in which Sellamna (2014:4) describes the process 
of detecting possible future scenarios and identifying the likelihood and appeal of these scenarios. 
It is a preventative measure to ensure that an organisation is strategically prepared for the possible 
market shift or major changes in the economy. Ensuring that the most important CSFs, as revealed 
by the industry stakeholders through the survey, are stable and able to remain the strength of the 
organisation through these possible future scenarios would be of vital importance. 
4.2.2.4 Resolution of research question 3 
The research question was what business strategy is best suited for the current driving forces and 
CSFs of the construction industry. The interviews identified that cost leadership, differentiation, 
diversification and hybrid strategies would be most effective relative to the most eminent driving 
forces and most important CSFs.  
Cost leadership is regarded as the historically necessary strategy for cidb grade 9 companies in 
the construction industry in how they compete for projects. To be awarded tenders a company 
needs to be able to supply the lowest price. However, that can only be effective and economical if 
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they are still able to remain profitable as well. This strategy is seen as relating to the CSFs such as 
bidding/tendering process, estimating practices and profit margins. 
The differentiation strategy is revealed as a difficult strategy for the industry as the end product is 
usually quite the same for most companies. The way companies should strive to differentiate 
themselves from the industry is in relation to CSFs such as managerial experience, quality of 
workmanship, project management skills, and business management. The results identified that 
organisations can differentiate themselves in the construction industry by the quality of the people 
they employ, how they develop and manage these employees and also possibly how they work 
with and are viewed by their clients. The quality of workmanship in some instances is related to the 
quality of employees. When clients get along well with their contractor and receive a quality 
product, it boosts the company profile and track record. This could sometimes be a deciding factor 
when the competition for projects is tight. 
Diversification strategies can be used to benefit from the driving forces of diversity of available 
opportunities and market power shifts. It was identified that companies could diversify by possibly 
seeking projects cross the border in other African countries as well as acquiring more diverse skills 
through mergers or the acquisition of organisations with different skills. 
The hybrid strategy was regarded as being very effective as it combines the cost leadership and 
differentiations strategies. It was found that once an organisation reaches the size that of a 
competitive cidb grade 9 company, they cannot remain focused on one strategy.  Organisations 
are required to adapt their strategies to make the business work more efficiently and effectively. 
This strategy benefits from most of the CSFs as well as assisting in boosting business confidence 
which is an eminent driving force. 
The interviewees all suggested that organisations would not be able to fully benefit from the 
various CSFs and driving forces if they only implemented one type of business strategy. It was 
rather found that combining strategies and adapting relative to what was happening in the industry 
would be more effective.  
The interviews further revealed that each company would have its own perception, and even the 
managers in the company, of what they regard to be the most important and where the 
organisation’s focus should be. Frequent reviews of the current conditions of the industry and how 
the business strategy is affected should be conducted by top management. From these reviews 
the business strategy could be adapted accordingly in order to remain stable and successful in the 
industry. An important comment made by one of the interviewees was that it is not generally what 
is happening in the industry or politically or economically that affects organisations; it is rather how 
they choose to react and the decisions they make relative to what is happening that affects them at 
the end of the day. 
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4.3 SUMMARY 
The findings from the quantitative research of the study supported hypothesis one and identified 
that the most eminent driving forces for cidb grade 9 companies in the South African construction 
industry are related to economic growth. The findings on CSFs supported hypothesis two. It was 
found that if a company effectively implements the most important CSFs, they should be able to 
acquire projects. 
The qualitative research revealed that, based on the results on driving forces and CSFs in the 
quantitative research, there are a few business strategies that could be implemented and adapted 
for organisations to benefit from the most eminent driving forces and most important CSFs. The 
themes identified from the interviews revealed that the business strategies that are regarded as 
most effective are differentiation, diversification, cost leadership and hybrid strategies. It does, 
however, depend on the organisation’s perception of where they would best focus their business.       
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CHAPTER 5 
SUMMARY, CONCLUSIONS AND RECOMMENDATIONS 
5.1 SUMMARY 
The problem focused on in this study was the consistent under-performance of the majority of 
South Africa’s biggest construction companies (all registered cidb grade 9) which led to the 
conclusion that construction companies did not know what factors are most important with regard 
to remaining successful in the ever-changing market environment. 
The demographic showed that the construction industry is still very much male dominated, 
especially in senior management and higher levels. The individuals on senior management and 
higher levels are also mostly over 41 years old, with the majority of them also having more than 21 
years’ experience in the industry. 
From the survey results it can be concluded that the driving forces included in the questionnaire all 
play a vital impact with regard to the industry. Some do clearly have more impact than others. The 
five (5) key driving forces that were revealed by the survey are forces that are highly affected by 
political and government decision making, as well as economic conditions. With regard to the 
CSFs, there was a clear indication of what the respondents perceived as the most important 
factors. Although there have been many advances in technology and processes over the years, the 
most important CSF for contractors is still the process of bidding and tendering and the factors 
relating to it. 
From the investigation of business strategies that related most to the key driving forces and most 
important CSFs, it can be seen that the boundaries within which contractors have to do business 
can be expanded quite broadly. The bidding/tendering work is not merely about the programming, 
pricing and quality of work. The competitiveness of the industry has clearly increased immensely, 
and there are many factors that need to be taken into account to remain competitive. Top 
management should have frequent reviews of what the current conditions of the industry are and 
how the business strategy is affected.  From these reviews the business strategy could be adapted 
accordingly in order to remain stable and successful in the industry. The impact that government 
decisions and political circumstances have as a driving force of the industry has also made it an 
utmost necessity that South African construction organisations focus on differentiating themselves 
from their competitors in the way they do business, when developing business strategies. 
However, this is not something that happens overnight and was clear that the respondents of the 
both the qualitative and quantitative research were aware of the circumstances as they ranked 
government policies and Black Economic Empowerment strategies quite high, namely 8th and 13th 
respectively. 
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Not being able to adapt business strategy according to the CSFs necessary for success could lead 
to the downfall of companies as they will not be competitive or be able to stand out, and their 
underperformance will continue until their demise. 
5.2 CONCLUSIONS IN TERMS OF OBJECTIVES 
The aim of the research was to gain a better understanding of how contractors, specifically cidb 
grade 9 companies, in South Africa can improve their overall performance. This was attempted by 
firstly identifying the most eminent driving force of the construction industry by means of a survey 
questionnaire. Secondly, the most important CSFs had to be identified, also by means of the 
survey questionnaire. Lastly, business strategies had to be identified that would be best suited for 
the most eminent driving forces and most important CSFs. 
5.2.1 Objective one: Driving forces of the construction industry that are currently most 
evident 
The objective aimed to identify the most eminent driving forces of the construction industry for cidb 
grade 9 construction companies. The study found that the most eminent driving forces are 
infrastructure development and political stability. This indicates that government decision making 
with regard to regulations and economic growth plays a vital role in driving and improving the 
construction industry. These finding were supported by similar studies on the construction industry 
conducted in other countries. This information is beneficial as it shows how political instability could 
disrupt the construction industry and that there is a need for clear and effective policies and 
regulations in the industry. 
5.2.2 Objective two: CSFs that are most important to cidb grade 9 construction 
companies in South Africa 
The research found that the CSFs that cidb grade 9 companies view as most important are mostly 
factors relating to the bidding and tendering process and an organisation’s capability to tender. 
There results showed a clear indication of what the respondents had perceived as most important 
and not as important. Other than the factors relating to tendering, the most important factors were 
regarded as an organisation’s managerial experience and the skills and capabilities of the project 
management staff.  The comments made by respondents further revealed that the quality of 
employees, their welfare and development, and how loyal they are is also seen as a factor that can 
lead to success for organisations. The findings are supported by similar studies based on CSFs for 
construction companies. The results are beneficial as they can be relevant during the current tough 
economic situation that the industry is experiencing and the number of cidb grade 9 companies 
currently going under. 
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5.2.3 Objective three: Business strategies best suited for the current driving forces and 
CSFs of the construction industry 
The objective aimed to identify what strategy would be best suited for cidb grade 9 companies 
based on the results found regarding driving forces and CSFs. The study identified that cost 
leadership, differentiation, diversification and hybrid strategies would be most effective relative to 
the most eminent driving force and most important CSFs. However, each company would have its 
own perception of what it regards to be the most important and where the organisation’s focus 
should be. Organisations should combine different strategies and adapt them when necessary to 
remain effective and sustainable.  
5.3 LIMITATIONS 
The major limitations to this research were resource and time constraints. The time available for 
the study was limited. The study was focused on cidb grade 9 companies with active registrations 
in South Africa. The resource limitations were the participation of the respondents of the sample 
used in the study. The size of the chosen sample was relatively small and the acquiring of contact 
information was limited to the public. The individuals in the sample group were overall not very 
responsive to the survey. The chosen sample for the study is also widely spread over South Africa 
and locating the required individuals was not always possible. The number of participants who 
were willing to make themselves available for the interview process was also limited. The 
respondents of the questionnaire might also not have fully understood the terms used for the 
driving forces and CSFs, which could influence the accuracy of the responses. 
5.4 RECOMMENDATIONS 
The recommendation made from the study are mainly focused on construction companies that are 
currently registered as cidb grade 9 or those that aspire to enter that market of the industry.  These 
companies should review the identified most eminent driving forces and most important CSFs and 
decide on what factors they feel play the most significant role towards their company’s success. 
The company should then look at which of the business strategies identified as best suited for the 
driving forces and CSFs would be the most relevant to their companies’ focus. A company’s ability 
of tendering/bidding competitively is still the most valued CSF in terms of remaining competitive in 
the industry. There are, however, numerous other factors such as managerial experience, skills 
and capabilities of project managers, and employee welfare and development that play a 
significant role in the success of a construction company.  
Cost leadership strategies could be implemented where companies strive to be able to supply the 
lowest price while still remaining profitable. This strategy will benefit the CSFs relevant to tendering 
and the factors associated with it. 
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Although it is difficult for companies in the construction industry to differentiate their products from 
those of other companies, they can differentiate the manner in which they choose to run and 
manage their company. They can differentiate the quality of people they employ, how they develop 
and manage these employees and also possibly how they work with and are viewed by their 
clients. The quality of workmanship in some instances is related to the quality of employees. When 
clients get along well with their contractor and receive a quality product, it boosts the company 
profile and track record. 
Diversification strategies can be used to benefit from the driving forces of diversity of available 
opportunities and market power shifts. Companies can diversify by possibly seeking projects cross 
the border in other African countries as well as acquiring more diverse skills through mergers or 
acquisition of organisations with different skills. 
Implementing a hybrid strategy can be very effective as it combines the cost leadership and 
differentiations strategies. Most companies that are registered as cidb grade 9 companies are 
generally competing in an industry where they cannot focus their strategy on only one factor.  
Companies are required to adapt and diversify their strategies to be able to remain sustainable in 
the industry. 
The final recommendation on business strategy, is that companies are recommended to review 
and assess what is going on in the industry on a quarterly or bi-annual bases and be able to adapt 
their business strategy accordingly. With the most eminent driving forces being controlled by 
government decision making and economic factors, it is necessary to ensure that companies can 
adapt to benefit where possible or remain ahead of the competition. 
Lastly, it was mentioned by a interviewee that there is a great need in South Africa for 
infrastructure to be developed as economically and efficiently as possible. A holistic strategy is 
required whereby businesses get together with the government and develop an efficient way of 
supplying the country with quality infrastructure efficiently and economically. A country cannot be 
developed efficiently if it is overpaying for its infrastructure owing to government policies and 
regulations 
5.5 AREAS OF FURTHER RESEARCH  
 
• An in-depth study of the sub-factors of the most important CSFs could allow for a greater 
understanding of the competitive advantage that could be gained from them. 
•  Case studies could be conducted on the companies that have recently failed in the industry 
and what factors lead to their failure. 
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•  Further analysis could be done on what direct links can be made between the most 
important CSFs and the driving forces of the construction industry. 
• Research can be conducted on the possibility of implementing a holistic business strategy for 
the industry relative to infrastructure development and making it more economically 
available in South Africa. 
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APPENDIX 1 - SELF-ASSESSMENT RESEARCH ETHICS CHECKLIST 
Faculty of Engineering, the Built Environment and Information 
Technology 
 
Self-Assessment Research Ethics Checklist 
The checklist should be completed by the researcher (PI) in consultation with supervisor/promotor (PRP) and 
attached to the research proposal. Please note that retrospective approval for studies is not possible. 
 
Principle Investigator (PI):  Daniel Lombard 
Department of PI: Department of Quantity Surveying 
Title of Research Project: Critical success factors of South African construction companies 
Registered Degree: MSc Project Management 
Staff or Student Number: 20653339 
Primary Responsible Person (PRP): Prof Gerrit Crafford 
 
1. Familiarity with ethical codes of conduct 
a) I have familiarised myself with the Research Ethics and Code of Conduct Policies for Researchers at 
Nelson Mandela University 
Yes  
 If no, do so before proceeding 
 
b) I have familiarised myself with the professional code(s) of ethics and/or guidelines for ethically 
responsible research relevant to my field of study 
Yes If yes, please specify the professional code(s) of ethics and/or guidelines which were consulted 
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 If no, do so before proceeding 
  
  
The level of risk involved in your proposed research is measured as follows: 
No risk No approval is necessary 
Negligible to Low risk Faculty level ethics approval is necessary 
Medium to High risk Institutional level ethics approval is necessary 
 
Please answer the questions below. Select one or more of the options that in your opinion might be 
applicable to your investigation 
 
2. Does the proposed research intentionally involve the collection of data on people in the 
following categories? 
No NMMU staff/students 
No Persons that are in a dependency relationship with the Principal Investigator (PI) and/or Primary 
Responsible Person (PRP) 
No Children under the age of 18 
No Handicapped (e.g. mentally or physically) persons 
No Socially and/or economically disadvantaged persons 
No Persons of diminished physical and/or mental and/or educational capacity (e.g. traumatised) 
No Persons who are not competent to give participation consent (e.g. due to language challenges) 
Yes None of the above 
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3. Are you administering any process and/or treatment that 
No Involves participants undergoing psychological, physiological or medical testing or treatment. 
No Involves the collection and use of human biological samples (e.g. skin, blood, urine, saliva, hair, 
bones, tumour and other biopsy specimens) or their exhaled breath. 
No Could be hazardous to the physical health (e.g. possibly results in illness, injury, pain) of the 
participants and/or researcher. 
No Could be hazardous to the psychological well-being (e.g. possibly results in feelings of worthlessness, 
guilt, anger, fear) of the participants and/or researcher. 
No Could be hazardous to the legal well-being (e.g. possibly results in the discovery and prosecution of 
criminal activity) of the participants and/or researcher. 
No Could result in the participant learning about a genetic possibility of developing an untreatable 
disease. 
No Could be hazardous to the economic well-being (e.g. possibly results in the imposition of direct and/or 
indirect financial commitments on participants) and/or result in discomfort associated with the 
economic well-being of the participants and/or researcher. 
No Collects any articles/documents of property, personal or cultural from participants. 
No May result in a traumatic experience for the participants and/or researcher. 
No May result in the disclosure of sensitive and/or embarrassing information about the participants and/or 
researcher. 
No Involves covert observation of behaviour that is not normally in the public domain. 
No Could result in the participants feeling humiliated, manipulated and/or in other ways treated 
disrespectfully and/or unjustly. 
No Could result in discomfort associated to the physical health (e.g. the act of measuring blood pressure, 
minor side effects of taking medication) of the participants and/or researcher. 
No Could result in discomfort associated with the psychological well-being (e.g. feelings of anxiety due to 
being interviewed) of the participants and/or researcher. 
No Could result in the identification and/or re-identification of a participant from a resulting report. 
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No Could result in risks to non-participants (e.g. distress to relatives upon discovering that a participant 
suffers from a serious genetic disorder, infectious disease risks to a community, social/economic 
discrimination of subgroup populations). 
No Is expected to result in the only foreseeable discomfort being that of inconvenience (e.g. time and 
effort required by participants to complete questionnaire/form, participate in a street survey). 
Yes Is expected to result in no foreseeable risk, harm or discomfort to the mental and/or physical well-
being of the participants. 
 
4. Are you administering a questionnaire / survey / interview / focus group that 
No Collects sensitive data from the participants (e.g. personal data that is not normally in the public 
domain). 
No Does not guarantee the anonymity of the participant. 
No Does not guarantee the confidentiality of data collected from the participants. 
Yes None of the above. 
 
5. Are you intending to access participant data from an existing stored repository (e.g. 
school, institutional or university records) that 
No Requires access to participant information (in individually identifiable or re-identifiable form) as part of 
an existing published or unpublished source or database? 
No Requires access to participant information (in non-identifiable form, e.g. summarised form) as part of 
an existing published or unpublished source or database? 
Yes None of the above. 
 
6. Do you intend publishing the findings of your study in a publication that 
No Requires evidence of human ethics approval/acknowledgement? 
Yes Requires no evidence of human ethics approval/acknowledgement? 
 
7. Is this study 
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No An international/cross border study? 
Yes A local (e.g. regional, national) study? 
 
Your proposed study’s risk is summarised below:  
No risk No approval is necessary 
Negligible to Low risk Faculty level ethics approval is necessary 
Medium to High risk Institutional level ethics approval is necessary 
 
 
 
Principle Investigator (PI) Signature   Date:13/07/2019 
 
 
 
Primary Responsible Person (PRP) Signature          Date 
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APPENDIX 2 – QUESTIONNAIRE COVER LETTER 
 
Identification of critical success factors for construction companies in South Africa 
 
Dear Sir/Madam, 
 
I am conducting research on the critical success factors in the construction industry of South Africa, focusing 
on contractors with a cidb grading of 9 or higher. The research forms part of the requirements of a Master of 
Science in Project Management, at Nelson Mandela University. My research includes a survey questionnaire 
to be completed by Senior Management level employees of construction companies in South Africa. 
 
As a person involved in the construction industry in South Africa, your professional opinion would be 
extremely valuable towards the success of this study. 
 
The study focuses on determining the main driving forces currently in the industry and the critical success 
factors companies need to focus on to remain competitive. 
 
The questionnaire is in electronic format and requires you to select options and finally leave a comment if 
you feel necessary. It should not take more than 5 minutes to complete and please needs to be completed in 
one sitting. 
 
Please complete the survey by the 10th of November 2018. Should you have any further queries with 
regards to your participation in this study, please feel free to contact me. 
Thank you very much for your time and support. Please start with the survey now by clicking on the Continue 
button below. 
 
Kind regards, 
Daniel Lombard 
s20653339@mandela.ac.za    
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APPENDIX 3 – QUESTIONNAIRE SECTION 1 
 
Identification of critical success factors for construction companies in South Africa 
Exit Survey  
Questions marked with a * are required 
Demographic information 
 
*Please indicate your gender 
Female 
Male 
 
*Please indicate your age 
21 - 30 
31 - 40 
41 - 50 
51 - 60 
Over 60 
 
*Please indicate your highest level of education  
Grade 12 
National diploma 
Bachelor's degree 
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Master's degree 
Doctoral degree 
Other 
 
*Please indicate your main professional background 
Civil and/or structural construction management 
General building management 
Quantity surveying 
Business management 
Tendering/Estimating 
Other 
 
*Please indicate your length of experience as a contractor  
1 - 5 
6 - 10 
11 - 15 
16 - 20 
21 - 30 
31 - 40 
More than 40 
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APPENDIX 4 – SECTION 2 OF QUESTIONNAIRE 
 
Identification of critical success factors for construction companies in South Africa 
Exit Survey  
Driving forces 
 
"Driving-forces analysis: Driving forces are the external factors that trigger a business to change its 
strategy." 
 
*Please indicate the extent to which the following ‘Driving Forces’ influence your organisation’s 
decision making 
 No impact Minor impact 
Moderate 
impact 
Major impact Severe impact 
Access to finance      
Business confidence      
Demographic change      
Diversity of available 
opportunities       
Energy efficient and/or 
Green Construction      
Environmental change      
Export of construction 
related services      
Infrastructure development 
     
Labour intensive 
construction technology      
Market power shift 
     
Political stability 
     
Technological capabilities 
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APPENDIX 5 – SECTION 3 OF QUESTIONNAIRE 
 
Identification of critical success factors for construction companies in South Africa 
Exit Survey  
Critical success factors 
 
"Critical success factor analysis: Critical success factors are those few things that must go well to 
ensure success for an organization and, therefore, they represent those managerial or enterprise 
areas that must be given special and continual attention to bring about high performance. CSFs 
include issues vital to an organization's current operating activities and to its future success."  
 
*Please indicate the level of importance the following factors have with regards to the decision 
making and success in your organisation. 
 Not important 
Of little 
importance 
Somewhat 
important 
Important Very important 
Accounting systems 
     
Bidding / tendering process 
     
Black Economic 
Empowerment requirements      
Business expansion 
     
Business management 
     
Capital available 
     
Cash flow management 
     
Client confidence in 
construction team      
Client influence 
     
Complexity of projects 
     
 Not important 
Of little 
importance 
Somewhat 
important 
Important Very important 
Diversity of projects 
undertaken      
Early warning measures      
Estimating practices      
Fluctuation in material cost      
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 Not important 
Of little 
importance 
Somewhat 
important 
Important Very important 
General economic 
conditions      
Government policy 
     
Heavy general operating 
expenses      
Implementation of 
technological advances      
Industry weakness 
     
Level of business knowledge 
     
 Not important 
Of little 
importance 
Somewhat 
important 
Important Very important 
Managerial experience      
Obtaining work in different 
sectors      
Organisational structure 
     
Profit margins 
     
Project management skills 
     
Quality of workmanship 
     
Sales and marketing 
     
Social/cultural environment 
     
 
If there are any critical success factors that you believe are of significance to construction 
companies in South Africa and that were not mentioned, please add them below 
 
 
Please provide your name and surname below should you want to receive a summary of the 
results 
 
Contact Information 
First Name 
Last Name 
Phone 
Email Address 
qs.mandela.ac.za       Powered by QuestionPro  
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APPENDIX 6 – INTERVIEW COVER LETTER 
 
Daniel Lombard 
Nelson Mandela University  
Port Elizabeth 
Re: Critical success factors of construction companies 
Dear Sir/Madam, 
I am researching the critical success factors of construction companies (cidb, grade 9 grading) in South 
Africa. The research forms part of the requirements of a Master of Science in Project Management at Nelson 
Mandela University. I have completed all the subject requirements for the course, and I am currently 
completing the research component.  
The first phase of the research entailed the identification of the industry driving forces and the associated 
critical success factors for construction companies through a questionnaire that was circulated nationally. 
The second (current) phase of the research entails interviewing construction company directors on the best-
suited business strategy for the driving forces and critical success factors identified during phase one. 
In the light of the above-mentioned I am requesting an interview or brief discussion with you to discuss your 
opinion on the driving forces and critical success factors I identified in phase one of my research. In addition, 
you will be asked about the driving forces, critical success factors and business strategy of your own 
company.   
The interview will take approximately 20 minutes and all information gathered during the interview will remain 
confidential. Please note that any information that is obtained in connection with this study and that can be 
identified with you will remain confidential. You may withdraw from the study without any consequences and 
may also refuse to answer any questions you do not want to answer and still remain in the study.  
As a person involved in the construction industry in South Africa, your professional opinion would be valuable 
towards the success of this study.  
Kind regards, 
 
Daniel Lombard      Prof Gerrit Crafford  
MSc Student     Supervisor 
Appendixes 
101 | P a g e  
 
s20653339@mandela.ac.za                                 Gerrit.Crafford@mandela.ac.za 
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APPENDIX 7 – INTERVIEW SCHEDULE 
 
Interview Schedule 
1. Introduction: 
1.1 Please give a brief overview of your work experience in the construction industry and how business 
is currently going for your organisation? 
 
2. Driving Forces: 
 “Driving forces are the external factors that trigger a business to change its strategy." 
From the quantitative research completed as part of this study, it has been concluded that senior 
management to executive level employees found the following driving forces, numbered according to their 
significance, as having the most significant impact in the construction industry currently: 
1. Infrastructure development 
2. Political stability 
3. Business confidence 
4. Diversity of available opportunities 
5. Market power shift 
6. Access to finance. 
2.1  What is your view of the above results on driving forces and their significance on the industry? 
2.2 What driving forces have the most influence on your company? 
 
3. Critical Success Factors 
"Critical success factors are those few things that must go well to ensure success for an organisation and, 
therefore, they represent those managerial or enterprise areas that must be given special and continual 
attention to bring about high performance. CSFs include issues vital to an organisation's current operating 
activities and its future success." 
From the quantitative research completed as part of this study, it was concluded that senior management to 
executive level employees perceive that the following Critical Success Factors are most important with 
regards to the decision making and success of their business. They are numbered according to their 
importance: 
1. Bidding/tendering process 
2. Managerial experience 
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3. Estimating practices 
4. Profit margins 
5. Quality of workmanship 
6. Cash flow management 
7. Project management skills 
8. Government policies 
9. Business management 
3.1 What is your view of the above results identified as the most important critical success factors? 
3.2 What critical success factors are the most important for your company? 
4. Business Strategy 
Previous research has shown that large South African construction organisations can achieve a favourable 
competitive advantage through generic competitive business strategies, such as differentiation, focused, 
hybrid and cost-leadership strategies. 
(Differentiation strategy: to differentiate an organisation’s products offered from rivals’ products by offering 
products with superior attributes) 
(Cost-leadership strategy: being able to sell your product for a lower cost than the competitor while remaining 
profitable) 
(Hybrid: simultaneously seeking differentiation and low price relative to competitors) 
(Focused: concentrating business activity on gaining success in a narrow market where a company is 
generally successful) 
 
4.3 What generic strategy is best suited based on the Critical Success Factors mentioned above? 
Explain your suggestion  
 
4.4 Is a generic strategy the best suited? 
4.4.1 If not, what strategy do you recommend? 
 
4.5 How would you describe your organisation’s current business strategy? 
4.5.1  Why have you chosen this strategy? 
5.1 Is there anything else you would like to mention which you think the research could benefit from? 
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APPENDIX 8 – INTERVIEW ONE TRANSCIPTION 
INTERVIEWER:   Thank you very much for agreeing to participate with interviews. Um, just as an 
introduction, can you give a brief overview of your experience in the industry and how you feel? 
INTERVIEWEE:    OK.  
INTERVIEWER:    As it is currently going. Right. I’m a construction director of the company I work 
for, um, being with the company 25 odd years, if not more, too long to remember, but you know, in 
terms of the current state or the industry and I think, you know, in terms of the field that we operate 
in, which is the bulk of our work being done by or for government institutions, either the, you know, 
the local government or SANRAL, we obviously under pressure to secure work going forward. But 
yeah, I think we were fortunate in terms of picking up a whole lot of work towards the end of Nazir 
Ali's tenure, you know, since Sikumbuzo has come into play. You know, we've sort of bridged the 
big portion of that gap, but the edge of the cliff is coming closer. So, in terms of the South African 
market there's risk unless there’s sudden surge of work coming from SANRAL. We also tend not to 
do price for any other sort of local government organizations except the Western Cape and the 
Eastern Cape, you know, Limpopo, Mpumalanga, Free State where we had to, you know, take 
them to court for payment. Not that, that doesn't happen in the Eastern Cape. But, um, this sort of 
political nuances around Joburg and that area, we feel we're not competitive. We might have to get 
closer to that if the need arises. But right now, we still trying to target, you know, Eastern Cape, 
Western Cape and SANRAL work if it does come on online. In terms of markets going forward, 
we're all looking up into Africa, but that comes with its own complications and we yet to have any 
confidence in that market, you know. Botswana is probably the only one I think you can still price 
competitively. Uh, and we looking cross border in terms of outside the African continent, but that 
just requires a commitment from us and I believe we can, we'd be able to trade the, you know, 
fairly quickly if necessary.   
 
And looking at these driving forces that we've got from the previous phases of the research. Them 
being infrastructure development, political stability, business confidence, diversity of available 
opportunities, market power shift and access to finance. Is that, what is your view of these results 
and is that quite normal?  
INTERVIEWEE:    I think it is quite normal obviously, infrastructure development sits with you 
know, sort of covers the excess to finance and political stability, it sort of goes hand in hand. You 
know, the ANC is strong enough and they've got the - you know, then there will be investment into 
the various sort of political organization or parastatal or local guys. Well, you know, we'll have 
confidence and start spending money because I think people are sitting on the money but, you 
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know, they just don't want to spend it. But you know, so the infrastructure development, political 
stability, and business confidence, access to finance and all sort of in one pool. If one of those isn't 
right, the next one isn’t right, you know, the diversity of available opportunities. I think we are 
diversifying slightly, you know, into the, we've done renewables and some of the renewables are 
going to come back online. So, you know, that's – it’s not a big portion of our work, but it's, you 
know, maybe, I don't know, 5 or 10% at the moment, you know, in terms of the renewables. And 
then obviously, the wastewater treatment side is probably 15 to 20% of our work, which we didn’t 
have three or four years ago. So, we have, you know, we sort of, the opportunities are there to 
diversify. But you know the diversity also includes other markets? So, you know the opportunities 
are there. 
INTERVIEWER:     So, what driving forces do you think most influences your company? Or 
influences your company the most? 
INTERVIEWEE:     If you want me to choose out of one of those six. It's difficult to know, I'd say its 
infrastructure development. OK. And that is if it's not happening, we are not happening within the 
South African context. 
INTERVIEWER:    Then the industry is at a standstill. 
INTERVIEWEE:    Because that's effectively what we are.  
INTERVIEWER:   OK.  
INTERVIEWEE:    You know; we are providing a service to whether it's a private client or a 
parastatal. That is what we are actually doing, we construct infrastructure.  
INTERVIEWER:    OK. Um, then looking at the critical success factors, the top nine results of 
bidding and in tendering, managerial experience, estimating practices, profit margins, quality of 
workmanship, cash flow management, project management, government policies, and business 
management. What would your view of these results be and are they quite normal, is there 
anything that stands out that's not normal? 
INTERVIEWEE:    In terms of what I believe in that you get on bias; I think our quality of 
workmanship sets us apart from the rest. Not that it has any bearing on you getting awarded a 
contract because it's based on price only, but I do think that it's part of what makes us different. 
INTERVIEWER:    Part of satisfying the client, basically. 
INTERVIEWEE:     Yeah. They might sometimes pay more than they think they need to pay below. 
I really do believe that's one of, uh, our key, to success. And I think it, I think it's instilled, hopefully 
it's instilled in the younger generation. We could, you know, that also goes in to, I'll see in the 
critical success factor. Maybe it's, yeah, but it's, which isn't here, which is, you know, maybe it sits 
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on the managerial experience but you know that we've got the right guys to develop that properly 
and to deliver the product.  
INTERVIEWER:    OK that answers the next question as well. OK then. Um, some of my previous 
research is shown on the South African construction industry that for favourable business 
strategies are differentiation of focus business strategy, a hybrid business strategy or a cost 
leadership strategy. What would you think is best based on the critical success factors mentioned 
previously?   
INTERVIEWEE:    Yeah. I think you need that combination of the differentiation strategy and cost 
leadership strategy.   
INTERVIEWER:    OK.   
INTERVIEWEE:    It probably really is just cost leadership strategy effect. Cause that's the market 
that we operate in our lowest priced and still being profitable. We are in that sort of market yet 
where It has got to be the cost leadership strategy. Yeah.  
INTERVIEWER:    And is there any other business strategy that you, well way of doing business 
that you think would even be better than these generic strategies in a way.? 
INTERVIEWEE:    Obviously we would like to get into the sort of public private partnerships. 
Obviously South Africa has got a problem with that right now. You know, in terms of the precedent 
set e-tolls, where, you know, and once again I'm going back to our core industry, which is the 
roads and earthworks where, for a public private partnership to work, the public's got to be willing 
to pay. And I think there's going to be a problem throughout Africa. I think there’s a – sort of on the 
roads I see that as being a real, real problem, you know, in terms of access to finance in terms or 
sort of, you know, finance, design and build. That might be an option going forward. But you know, 
the finance structure cannot be through a toll mechanism. You know, in terms of the waste water 
treatment plant, there might be, you know, there's the sort of management side of that where you 
can operate it for 25-year period. But, South Africa’s sort of procurement strategy isn't quite geared 
for that yet. And I don't know if it can be successfully done without a competitive bid. You know, it 
probably really is just cost leadership strategy effect. Cause that's the market that we operate in 
our lowest priced and still being profitable. We are in that sort of market yet where It has got to be 
the cost leadership strategy. Do I believe we can go and create opportunities by accessing the 
DBSA or the Exit Bank of America or UK export finance, I'm yet to see that strategy work? And I 
don't believe Africa can deal with it. Um, what we are seeing is that if the UK or America or Italy or 
Portugal is funding projects in Africa, they are giving, you know, some condition that preference is 
given to their contractors to do the work. So, we are currently talking to DBSA to try and get, you 
know, across border investing, but I'm yet to see that happen. So, in terms of the business 
strategy, I think we realize there’s risk in the South African economy, we are looking cross border 
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and diversify. And you know off the, I say cross border, you know, sort of in the continent where 
the thing is politically stable, you know, the base language is English, you know, so we can actually 
communicate and where there’s is limited risk on payment. Now to tick those boxes in Africa is, is 
difficult. But that's effectively what we're trying to implement at the moment. And then, obviously 
looking at possibly acquiring acquisitions off shore, but once again you know, first world countries 
where the national languages is English, which sort of limits you to New Zealand, Australia or 
America, Canada and the UK. You know, and I'll obviously try to operate in climates that we 
understand.  
INTERVIEWER:    Well you basically answered all the questions, so, um, is there anything else 
that you feel is worth mentioning on these topics that you think could assist with the research?   
INTERVIEWEE:    You know, it'd be nice if somewhere along the line, there was actually, sort of in 
terms of the business strategy as a whole for infrastructure development for South Africa that 
actually you could get all the players on the same page because at the moment, you know, that 
doesn't exist, you know, and you know, I've travelled abroad, there's a big drive to sort of make or 
deliver infrastructure as efficiently as possible and as cost effective as possible. You know, right 
now the feeling I get and is my opinion is that, you know, through various acts and government 
regulations and I’m not saying that we don’t need to develop EMEs and QSEs that the employer 
isn't reading the regulation within the intention of the regulation and then actually we are not 
creating a sustainable infrastructure base that can be efficient and deliver the product to the quality 
and has, uh, you know, financially as efficient as possible. The moment you paying 10 or 15% 
more on the rand or on the dollar for infrastructure, you're actually not developing your country 
efficiently. And that's probably one of my biggest gripes. You know, that the people are more 
draining towards the – ja, you actually paying a premium for infrastructure. We are a third world 
country where we should actually be delivering it as efficiently as possible and let's actually, you 
know, you must get as much infrastructure to people as quickly as possible and as efficiently as 
possible. Then we can start developing industries around that. But, you know, they make it so 
expensive or impossible to deliver. That is counter intuitive to any form or practice. Yah. It just 
doesn't make sense. That's it.  
INTERVIEWER:    Yeah. Thank you very much. 
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APPENDIX 9 – INTERVIEW TWO TRANSCIPTION 
INTERVIEWER:  I am going to record it to make it easy, then I don't have to write it. 
INTERVIEWEE:  No, that's right 
INTERVIEWER:  We'll just talk. English, Afrikaans? 
INTERVIEWEE:  It does not matter 
INTERVIEWER:  I don't know if you've read it already. This is just a little introduction to what I've 
already done and where we are now with my research and what we will discuss in the interview. 
INTERVIEWEE:  That's right 
INTERVIEWER:  So just for the introduction, could you give me a brief overview of your work 
experience and how you currently find the industry and how business is for you at the moment 
INTERVIEWEE:  I am fifty-two years old. And I got a civil degree, an engineering degree at the 
University of Stellenbosch. In 1988, I received a bursary from SANRAL. I worked there for two and 
a half years. Then I bought myself out and went into the private sector. I actually have been 
working for my current company for almost my whole life. I started firstly as a site agent and did all 
the onsite thing, then got promoted to contract manager and then later as a director of the current 
company. In the meantime, I went working in England for about two years. So, my background. 
Oh, just one thing. I also did a B Com degree part time when I was working and still young. The 
things I know the most are obviously road building. But since I am in my current position, I do 
anything basically, so a bit of everything. Jack of all, master of none. But this is my background. 
Uhm, this is what you are looking for 
INTERVIEWER:  Yes, basically. It's just to get a background on what your experience is. 
INTERVIEWEE:  And last, where are we now. The last eight, nine years, I am the managing 
director of this construction company 
INTERVIEWER:  Ok. And then, right now. How is it going for the business in the industry? 
INTERVIEWEE: Our business is going on all right. Uhm, this is. I think everyone knows that the 
construction industry is in dire straits and that is a huge issue right now. Uh, but let's just talk about 
our business first. The business is healthy, the financial balance sheets and income statements 
grow and all those things you measure businesses with. There we are going on very well. Uhm, but 
we have a, there is a problem with the industry. The industry - there just isn't work. And if it goes 
on like that, we will definitely have to go smaller. Oh, yeah, that's basically it. We will talk about the 
industry even further now. But the industry, it is a big issue.  
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INTERVIEWER:  Ok. Perfect. Then, I have discovered driving forces from my previous phase of 
the research. The top six are infrastructure development, political stability, business confidence, 
diversity of available opportunities, market power shift and access to finance. What is your opinion 
on the finding, and is this the norm, is it different from usual? 
INTERVIEWEE:  Yes, I. Maybe you should just explain to me what you mean by a market power 
shift  
INTERVIEWER:  Market power shift is basically when monopolies change to a diverse industry. 
Where say somebody had the power of a certain market and more companies are moving in now. 
So, the competition is getting more and more now. There is not just one market power  
INTERVIEWEE:  Yes, the stuff that you’ve mentioned here are correct. There is  
INTERVIEWER:  It is standard  
INTERVIEWEE:  Yes, I really can't say there are other things that can be added. However, it is 
generally what determines where the company should go or the business or the industry. I will not 
necessarily rank it like that, but. You know I think every manager will feel different about it.  
INTERVIEWER:  Is there some of these driving forces that might affect your business more than 
others.  
INTERVIEWEE:  Yes, for our company per se, uhm, access to finance is no problem with us. This 
is because we have a healthy balance sheet. But if you don't have access to finance, you won't get 
anywhere. I believe that it is an issue for 80% of the companies. We are just, I think we manage 
our company very conservative. Uh, and you know. If we make money, we don’t declare all the 
money as dividends or return it to the shareholders. We have an active or have taken an active 
decision to keep it within the company. And obviously this is also why we are successful at this 
stage of our lives and other guys are not. Uhm, so access to finance for our company per se is not 
important. Because you can't do anything without it. You can't get a guarantee or guarantees. You 
can't even start doing anything. You can't buy plant; everything is just a struggle. Material as well. 
We are just privileged not to have that problem. Uhm, in the market we're working in, I don’t think 
power shift have much to do with us. I think it has more to do with the smaller companies.  
INTERVIEWER:  Specialists 
INTERVIEWEE:  I can't talk about twenty years back when the company started. I can only talk 
since we have been or since I am in control or since I am a director. We have always been in 
competition with the big guys, so. You know, we don't want to do two or three billion-rand projects. 
You know, in the area we are in between, say only two hundred to seven hundred million-rand 
contracts. We can take on the big guys and obviously win too. So, this is not such a big issue for 
us either. Uhm, diversity of available opportunities. Uhm, we have obviously long, not long ago but 
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a good seven eight years back we decided we should diversify. We were ninety to ninety-five 
percent concentrated on roads. Currently I think roads are fifty-five to sixty percent of our turnover 
so. For us at the moment, making the diversity of available opportunities is important to us. 
Because you know, as now the roads projects are drying up. There is water and sewage. We can 
now go in there and we can shift some of the guys and so on, so it makes sense to us. If you ask 
me, the top things, is uhm. Is much more important to our company. 
INTERVIEWER:  Ok, thanks. Then, the critical success factors. Which I’ve also gotten from my 
previous research. 
INTERVIEWEE:  Sorry, can I just say something else. That business confidence, OK, but this is a 
personal opinion now. It can't be a driving force? Business confidence depends on the other 
things. 
INTERVIEWER:  This, yes 
INTERVIEWEE:  It's like a secondary tier 
INTERVIEWER:  Yes, people have now chosen it as one of the driving forces of the industry 
INTERVIEWEE:  Yes, you know. If you look at something that comes on the Internet. The business 
confidence is now low. Now, it doesn't drive your company. You have to decide yourself to analyse 
the other things, whether you want to go on or not. It's not a driving force, but. This is my opinion. 
Other guys obviously think, or they assume, take it and if the business confidence is bad, then 
themselves should also be bad too. Now, it doesn't make sense to me, but. 
Interviewer: Ok. Then the top nine critical success factors for grade nine cidb companies are the 
nine mentioned here. What, in your opinion. Is it standard, is it normally the type of results I've 
received now or is there anything that stands out as abnormal to what you're used to? 
INTERVIEWEE:  Uhm, obviously it's every guy's perception of what's important and what's not 
important. Uhm, many of these things in my opinion are secondary reasons for success. Uhm, like 
estimating practices. Whether you are, how you and I do not know exactly what it means but how 
you put together a tender. Uhm, in terms of what material or how the process works. Yes, I don't 
know. The bidding or tendering process is the most important to us. If that, if that thing is right, the 
rest is right. But uh, so. How you do it, what type of software you use, you know. I cannot think that 
it will not make any difference. You can also work it out manually. Just as long as you think about 
the story, then it is right 
INTERVIEWER:  End product, then everything else is right 
INTERVIEWEE:  Yes. So, that is now one thing. The quality of workmanship is obviously a 
secondary thing. You have to be there first. It's very, very important. It must, the first time you have 
to do everything right and so on. But it's not, it's not the alpha and omega whether you're a 
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successful company or not. Uhm, but all in all, most people might have a shorter list than this. But 
there is no extra stuff you can add or that I think you need to add. 
INTERVIEWER:  Yes, I went with nine because they were all basically marginally gathered. 
INTERVIEWEE:  I have, the only thing I might add. Is, and it is surely in business management - 
but people relationships. This is critical to our business 
INTERVIEWER: Internal and external, your client, you 
INTERVIEWEE:  Yes, up and down. Up, down, left, right. Yes, all sides. Because if you put people 
in our company who are not “people” people, then the business will not work at all. There will only 
be clashes. So, I think it's quite a success factor in our company. And obviously the bigger it gets, 
the harder it is to control it. But I think you should try to manage it. But it is definitely a huge 
success factor. But should I tell you what is the most important thing here or doesn't it matter?  
INTERVIEWER:  Yes, you can. The questions are actually not specific. These are just discussion 
points basically. But if you   
INTERVIEWEE:  Ok, tender stories. This is very important. And project management skills. Uhm, I 
don't know. OK, but that's how you do it. But you need the right people in the right positions. If 
that's what you mean there, it's critical. You know, you can't have guys. You must have the best 
people in the company, or in the world who work for you. That is very important. And it's not 
necessarily the smartest guy. That's, he needs to have HR skills or what we've talked about. He 
must be able to think logically. He must do all that kind of things  
INTERVIEWER:  It is not necessarily to manage the right person  
INTERVIEWEE:  No, there are many smarter people working at advisors who will not fit into our 
business at all. So, if those things are right then you won't have problems. Profit margins, yes but it 
is logical. If it's high you will make a success. But the underlying stuff should be right. If the 
underlying things, like those other things we have discussed, are not right, it will not necessarily be 
a good company because if the difficult times come, then the other things must be right and then 
the profit is small. 
INTERVIEWER:  OK, thank you. Then, the next section is basically the main section of the 
interview is the business strategy. From the previous research, it indicated the best strategy is 
either a differentiation of a focused or a hybrid of cost leadership. What would you say is generally 
the best according to you in the current industry? 
INTERVIEWEE:  Hybrid 
INTERVIEWER:  And your reason for that? 
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INTERVIEWEE:  If you're focused, then I think it's more for smaller companies that can move into 
that space. Not having large overheads and so on. But as soon as you get to a certain place or not 
a certain place. If you're a certain size, you can't just focus. Then, uh, you need to diversify and 
have different strategies to make the business work. So, it depends on where you are. If you are in 
our company, it must be hybrid. The differentiation - yes, I think. Differentiation. Construction is 
basically like selling tiles. What I mean by that is, you know. Whether you buy a white tile at Makro 
or buy a white tile wherever. A white tile is a white tile. So, uhm, it's very hard to differentiate 
yourself. The only way to differentiate is to know a grader is a grader. And production is production. 
A person can do 500 tips or 450, I don't think you're going to do better off or worse. It is the people 
and how you look at the story financially. And there you have to differentiate yourself in our 
industry. 
INTERVIEWER:  OK, then. Do you believe a generic strategy is the best? Or is there another types 
of strategies that may also help businesses in the industry 
INTERVIEWEE:  Generic, but what's generic 
INTERVIEWER:  Now say the four are the generic ones they say 
INTERVIEWEE:  Oh, ok. 
INTERVIEWER:  Is there something you would add that would make a difference 
INTERVIEWEE:  No. I think you should be open to the whole series of, let us call it, strategies. And 
then you have to adapt to whatever is here in front of you and especially, I think in a first world 
country where things are more regulated you can surely choose better. But I think in our third world 
country, our political situation, our economic situation, the exchange rates and all those things. If 
you throw it all in a pot - you don't have to look monthly, but at least quarterly or every six months. 
You have to see what is in front of you and then decide. So, for us, you just have to call it a hybrid. 
INTERVIEWER:  Yes, so be able to adapt 
INTERVIEWEE:  Very 
INTERVIEWER:  Ok. If you had to describe your current business strategy. How would you 
describe it? Is it hybrid as you have now explained? 
INTERVIEWEE:  Yes, definitely  
INTERVIEWER:  The reason for this is? Is it what you have mentioned earlier?  
INTERVIEWEE:  All that economic. You know and it's not just that either. That is, which also 
complicates it more. What helps us in the complications is obviously our score card. Or our black 
empowerment. Overseas, Japan or America, you do not have such issues. You can just purely 
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look at the business. Here you have to think of such things. The whole time and for that you need 
to be adaptable.  
INTERVIEWER:  Yes, because it changes every year or two.  
INTERVIEWEE:  It changes the whole time.  
INTERVIEWER:  OK.  
INTERVIEWEE:  And until we have political certainty and obviously have certainty from treasury – 
what we're going to do for the next ten or twenty years, it's going to be a problem. And the sooner 
they do, the better for our country. It does not matter what the rules are, just make the ruling that 
we can all move and then we can take it from there.  
INTERVIEWER:  Ok. I think I have enough information now. 
INTERVIEWEE:  Is it, is there no other questions or 
INTERVIEWER:  The last one is. Can you add anything else you feel that can help me in my 
research you feel you can talk about? But I think this last thing you’ve talked about was a lot of 
extra information that could help 
INTERVIEWEE:  What the BEE 
INTERVIEWER:  About the BEE and everything because it's something. It was close, I think tenth 
or eleventh on the critical success factors, was the score card. So, not everyone feels it's important 
though. But it is definitely busy creeping in 
INTERVIEWEE:  No, it's very important 
INTERVIEWER:  Yes. 
INTERVIEWEE:  And especially in a very tight market. It makes a difference. And for our company, 
we have already won some tenders from second place. And if we didn't get those contracts, then 
you just have to tender tighter for the next ones. And, it's just a snowball effect. So, people who 
miss it. I do not understand why one does it. 
INTERVIEWER:  Ok, 
Interviewee: Although it would be very nice to work like a Japanese, just doing business. Not 
having to worry about all the side shows. But that's why we're here. 
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APPENDIX 10 – INTERVIEW THREE TRANSCIPTION 
INTERVIEWER:    I am going to record it to make it easier. Then I don't have to write anything. And 
we can just chat. So, um, you've read the letter. It basically just explains what the first phase of my 
research was, that it was focused on critical success factors and driving forces based on the 
construction industry and grade nine cidb companies. And so, this first phase of the research is 
mainly about business strategy, what you need to adapt your strategy, what's the best strategy? 
And so, um, but the first section is just discussing the research that I've done thus far. So just for 
an introduction, can you give us a brief overview of your experience and how you're experiencing 
business at the moment, how the company is doing in the construction industry?  
INTERVIEWEE:    I mean, do you want a little bit about my experience as well because - 
INTERVIEWER:    Just the history. 
INTERVIEWEE:      I have been in the industry now for 30 something odd years. I first started in 83 
or 84. That is close to 35 years. Um, I pretty much like yourself studied, went through the ranks, 
first engineering at Tech. Then I was going to go do my BSc at Stellenbosch. My bosses, they said, 
do you want to be a contractor or a consultant? I said I am a contractor. He said, well, I'm going to 
do a financial degree. So that's what I did. I did, uh, economics as I liked the other accounts one or 
two. I could have done BCom too, but I liked it. So, I went to major in tax, business economics or 
micro economics and commercial. So that gave me a bit of a nice back up to civils and then I 
would on that or versus, the current company was my third employer. I had bursaries from a 
company and I was with him for four or five years and then I moved from Asla as a construction 
student, I was their very first student they had a, then I moved from them to a company called EU 
civil. I lasted there six months. I couldn't fit into their culture. I think is was six or eight months. 
Then at that stage I then moved to my current company and I joined them. And my first job was to 
put up a bridge at the Okavango, near the Okavango at the railway line. it was right over old 
bridge, which is there at the moment. I was two thirds way through it when we got our first big 
project from the Department of Transport in those days. In Colesberg, so they sent me over there 
and the rest pretty much history. 
INTERVIEWEE:    It was from Colesberg to Orange River. It was the biggest job that we had ever 
gotten and that was in 1989 and the contract value or as I think 16 million rand and we built the 
road from Colesberg to Orange River. I think about 50ks of N1 type spec road. It was sections 
reconstructed, sections with patching, sections just reseal, put in side drains and all that other stuff. 
That was our biggest job we had ever gotten. We never got another job over 10 mil and that was 
almost 20 months project as that stage. You can see with the size, but the devaluation of money at 
the time, that job in today's terms of would probably be 300 million. 
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INTERVIEWEE:    I think they redid sections of it like five years ago.  
INTERVIEWER:    I'd guess 300 odd million would be the sort of present-day value of the three to 
400 million. Then it was 16mil. 
INTERVIEWER:    Times change. Escalation. 
INTERVIEWEE:    It is just a different world out there.  
INTERVIEWER:    And then um, the industry. 
INTERVIEWEE:     I've been through three cycles of ups and downs if I can think of it clearly. Um, 
in the early eighties engineering was sort of tapping off from the state funding and but it was still 
pretty reasonable. Government was obviously in the financial squeeze with the sort of world 
embargoes against it and they started to take a bit of a strain, but there was still reasonable 
workload.   
It started getting really quite tight in the late eighties and the market was pretty tight. I was still too 
young to really understand it then. So, I don't know, I couldn't really relate to the extent of the dip, 
but there was quite a bad dip and a couple of guys left off at that stage. Um, and I was sort of in 
the mid-nineties I sort of started getting into more middle management and trying to get my – then 
we were still going pretty well. Then in the late about early 2003, 2004 just before the slump and 
that was the first time that our company actually retrenched a few people. It's the first and only time 
I've been involved with some retrenchment. We were still pretty small then, we were probably 
doing 150 to 200 million rand a year top size. Um, but it was the first time we actually retrenched 
people. It was quite interesting to see the dynamic, what happens in the company's culture when 
you start retrenching people in the mindset that goes through the guys. So, it’s quite a thing. You 
don't really want it to happen because then everybody's sitting and worrying, am I next? 
INTERVIEWEE:    Instead of what happens, invariably the guys that are your stronger characters 
start looking first because they think they can back themselves and go, so you're getting to very 
difficult company mindset to this. And so, you've got to be careful because you risk production 
risks. Uh, the guys are like skittish. So, they are like, is my head on the block come in there, am I 
going to make grade, what's going to make your grade. Some of the guys who actually informed 
me, the stronger guys who are worried about that started looking for other jobs but they shouldn't 
have to. So, you create a tough environment where you're going to motivate the guys or their 
mindset just goes all over the place. Then obviously from then we started off having a pretty good 
run. Um, traditionally through most of those downswings, I've been through with my current 
company, we've grown. Um, at the time we had the one retrenchment period was – I think it was 
time for round about a year. But other than that, our strongest growth is sometimes come in the 
worst downswings. Um, and in fact the growth we've had in the last two, three years, it has not 
been the strongest growth. It's been reasonable growth where there is the market in the last four 
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years has lost something like 35% of market share. So, our market has shrunk by 35 to 40% in the 
last three to four years.  And our turnover in this company in real terms, has grown probably by 2, 
3% if you take CPI in account of that. So, we've grown in that market where the risk industries 
shrunk by 30 or 40%. So, we've, taken the largest share of the market at the cost of some other 
people, um, and that's sort of where it is. This dip at the moment is the worst I've seen in my 
experience. I've never experienced something like this. I've never seen a number of companies 
folding like they have been folding. Um, we think it might get worse the next 12 months. Um, I 
know the last week two more companies are in business risk. The one company is I think 500-600 
million rand turnover, KPMM is over a billion turnover and they [indistinct]. Um, so, there's a 
number of other guys that are on the radar that are on the edge. So, I've never seen it this bad. 
Um, we just want to see it out. And we think on the other side, if the market swings, the supply and 
demand curve will change and we will have been in a sweet spot. 
INTERVIEWER:    There is going to be a big boom.  
INTERVIEWEE:    We hope the boom comes together really. We will be geared and we are ready.  
And so that's what we are doing, we are battling the hatches and trying to secure work and keep 
the costs clean.  
INTERVIEWER:    Results from the earlier research and from the questionnaire, the main driving 
forces on the industry, the research showed that infrastructure development, political stability 
business confidence, diversity of available opportunities, market power shift and access to finance. 
What is your view of this being the results and do you think this is quite normal for the industry or? 
INTERVIEWEE:    I think it’s normal from other than infrastructure development to others, business 
conference stability, um, market power shift, I'm not sure if I understood what that meant. And 
access to finance through all industries I think are common. The only thing that I wasn't sure about 
in terms of political stability, I think apart from political stability at the moment, the country’s for me, 
it’s not so much political stability, but um, policies’ stability is what we are looking for. And from a 
fixed infrastructure, fixed infrastructure, capital or fixed capital investment point of view, policy 
stability is more important than political stability. I suppose the unfortunate probably have and that 
sort of entwined almost in probably - You can't really separate them I suppose. But even if we had 
the same political stability we have now, but there was policy certainty in terms of certain aspects, 
private will see what they can do.   
What's happened now as a policy uncertainty means that guys don't know what they can do. 
They're not sure how to go. So, all the big investors now sat on their cash instead of investing. So, 
to give you a comparison, in 2008 when we were preparing for the World Cup, the fixed capital 
formation ratio between government and private sector was the government was roughly 30 
percent of the fixed capital formation. Private sector was 60 to 70% fixed capital formation, which is 
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proper infrastructure. OK. At the moment, government is around about 60 to 70% of the fixed 
capital formation. The private sector is round about 30, OK. The government's pockets aren’t deep 
enough to stand in the boots of the private sector. The ratio in terms of total spend is, the 
government can't spend more than, so I can't remember the numbers, but either 50 or 100 billion 
rand or it's probably a bit more than that, but the private sector would effectively be 300 billion.  So, 
they can't.  
So now when we're saying that the ratio has changed, all that has happened is the private sector 
have moved from say 300 billion or whatever down to 100 billion. All this happened as a 
government stated that. So now your market's shrunk, so where you were at 400-billion-rand 
market, you're now to 200-billion-rand market, but your contributors to fixed capital formation is 
roughly the same. And now at the moment in the present scenario, the state has been the higher of 
the two because of policy instability, policy uncertainty. So that to me is a very- which goes hand in 
hand, this political uncertainty right now, that's the biggest problem we got now. And SANRAL is a 
case in point, they are busy fighting treasury about how to implement a BEE policy, which SANRAL 
is trying to implement, which is against the PPPFA and treasury is saying you can't do it. So now 
they put up in their work for a year, actually 18 months now, they have put up no work for 18 
months and look what's happening to the market. Um, so that policy instability is a huge problem. 
That to me would be the only other thing I'd add to that. Other than that, that's pretty much what I 
would have taken as well. And that is on the market power shift thing. 
INTERVIEWER:    And that would basically be like for example like your monopoly where 
companies try and diverse and they move into a monopoly sector and the market power shift or the 
market power shifts from a monopoly to a competitive sector. 
INTERVIEWEE:    Our sector’s never really been like that, so I don’t really see that.  
INTERVIEWER:    Civil is mostly competitive and – 
INTERVIEWEE:     Ja, it's a keen price market. The guys price it and there's always been, yeah. 
Apart from the big five or six guys who have also had been competing competitively, there's always 
been a middle-sized guy who can challenge him, except for maybe the mega jobs, but then the 
foreigners come in. And so, I don’t see where there's market power shifting works, but all the 
others as I would agree too.  
INTERVIEWER:    Yeah, that's more either really big specific or specialist jobs or small ones. So, 
it's not really relevant.  
INTERVIEWEE:    I don't believe it's relevant to the driving force or certainly not to construction in 
SA.   
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INTERVIEWER:    OK. Then for the critical success factors, the top nine of bidding and tendering 
processes, managerial experience, estimating practices, profit margins, quality of workmanship, 
cash flow management, project management skills, government policies, and business 
management. So, it's basically the same question as previously. How do you view these results 
and is it quite normal? For the industry, is there anything that changes unnecessarily or plays a 
bigger role? 
INTERVIEWEE:     The critical success factors that individual company versus a critical success 
factors as an industry. If you look into the industry then I would say government policy is important 
and all that, but if you're looking as one company as opposed to a total industry, you say yourself, 
well if we all get painted with the same brush, my critical success factor, is not differentiated from 
the other guy. So, if they all get the same government policies, if the one guy was successful and 
the other guys on and you could have asked the question, is government policy creating that other 
than BEE. If BEE is given preference, if there's a preferential policy then it is a success factor that 
could adversely affect you. But if it's, if it's just a straight policy and it’s not got to do with 
preferential treatment, then that is critical for success factor for me. 
INTERVIEWER:    This is coming from a single company, the success factors in the industry. So, 
government policy- would be to have a good BEE scorecard and those targets that the government 
set for you. 
INTERVIEWEE:    Ja, that would make sense from that point of you saying in our head then if that 
is the logic, we really looked at the BEE scorecard and we said, hmm, you know, everybody was 
moaning about it. We said, we're going to make it one of our strengths. We will be a level one. That 
was a decision we made in day one and we will all be at level one and we will go for it. And we 
have scored many jobs from second and third place because of the scorecards. So, in my 
experience it works. So, then that was a critical, but it's not the government policy. It's our 
response to that policy which makes it critical in my mind. Um, as for the others, cash flow is if I 
sequence, I would say genuine bidding is important. Managerial experience for sure. Estimating 
practices, those go hand in hand with bidding and tendering so I wouldn't have really got that, um, I 
would have had then cash flow management. I've been there, then it is profit margin, quality of 
workmanship and management of the projects and project management skills would have been my 
sequence. And then other than the difference between the two business management and project 
management, but maybe this is talking to cash flow early warning systems and all that. You'd leave 
it in there. Then my government policies would have been last. OK. That's all I would have seen.   
INTERVIEWER:    And for your company, that's basically how you see the critical success factors 
are and how important they are? 
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INTERVIEWEE:     The thing that I haven't put in here this is the development of people. For us 
that’s been the critical success factor. Um, if you've got good guys, you're as good as your people 
are and the people that are good guys, well trained and motivated and hardworking, and loyal and 
all that sort of stuff and clever, you don't want do a bunch of lemmings following you. You rather 
want somebody to walk into your office and challenge you because it makes you think as well. If 
everybody is bowing down to you and saying yes sir, no sir. I think that's a dictatorial culture and 
dictatorships we know don't breed entrepreneurs; you don't breed productive people. So, I think 
people is probably, if out of all this is the most important factor in terms of our success. We are 
developing people. We want people to be standalone, think for themselves, challenge the system. 
They want to come up with better ideas. That's the thing, that’s what I want. And if I could get that 
to everybody, those are the guys I would chase. Even if they are very difficult to manage, you 
rather chase the guys are going to run like that. Even if they are within reason, but Prima Donna-
ish, you don't want them to be rude and not have people skills and everything else, but you want 
somebody that's actually going for it. Yeah. As opposed to just robbing you every day on the job.  
So that I think is the big differentiator.  
INTERVIEWER:    The next section is on business strategy. So, most of the previous research on 
South African construction companies say the favourable business strategies to use are 
differentiation strategy, focus strategy, hybrid strategy or cost leadership strategy - What would you 
say out of the generic ones would you see as the best or most important to use at the moment? 
INTERVIEWEE:    We sort of in the bit of a diversification strategy at the moment, but historical 
strategies as we've managed the costs very well. So, I think ours is a bit of a blend in terms of 
where we are. We're not sort of sitting just in one box. To differentiate in construction is very 
difficult because the end products are very much predetermined. So, to differentiate yourself, you 
can only differentiate yourself only by the quality of your people and how you work with your 
clients. So, I think there we've got a differentiation but it's purely not the product. It's the manner in 
which you do the job. Um, you've got to be cost competitive, so you've got to right that and you've 
got to be diversified. Those would be the three we work on, the differentiate aspect if I had to 
choose. That's where I would sit. Um, so we probably a hybrid cost leadership strategy is where 
we are. And then the thing that's not in here is all that differentiates us is not the product, but rather 
the attributes of how we do it. The people behind it.   
INTERVIEWER:    And do you think the generic strategy is best suited in the construction industry 
currently? Or is there some sort of different strategy that you would focus on?   
INTERVIEWEE:    Depends, yeah. I don't know what they call it. A generic strategy. I don't know 
what it is.  
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INTERVIEWER:    You just cut these four of the top generic strategies that kept now for the 
construction industry. 
INTERVIEWEE:    They are so broad; you could put them into any box if you wanted to. Um, yeah, 
you can give it titles and names or whatever. I think your strategy; I think you can use new 
strategy. I think it's just how you box them. And how you put them in together. It’s how you move 
forward and I don’t know how to say this in terms of strategy, but you take the big listed guys, they 
you get in trouble. They are a silo. OK. So, you've got a holding company and you've got the civils 
company, the building company, the roads and earthworks, company, the plant company and their 
side of these things. Now, when you silo, you tend to then have an MD at each of those companies 
managing those companies. And then you have sort of board at the holding company level and 
these guys then operate and you try and find a guy that's independent operates and off he goes. 
But what you are then finding is the guys at the holding company level that are quite remote from 
the coal face. And if something goes wrong in one of those silos, they normally hear about too late. 
OK. So, like the group five example where they had the problem in Ghana.  So, when they hear 
about the problem, the guy that's been running that company normally tries to fix it up himself for 
long as you can till probably his contracts isn’t there anymore. Then he comes crying to the old 
company, you guys. But at that stage the bleeding's happening. OK. If you could have early 
warning mechanism to control that, then you - once the bleeding is happening, when you then go 
in, you are then in crisis mode, the bleeding is happening, you've got a grumpy client, you'd 
normally be on program, you've got all these other things that are happening. So then to fix up that 
whole set up, you've got to have a really good system because now you've got a wound, you're 
going to patch up and stitch it up and fix it up and it takes a lot of energy. It's a lot of pain. You're 
going to get the whole thing sorted out. In the meantime, the rest of the bodies dying. So a lot of 
these big guys because of the silo in effect and when the paw-paw hits the fan, they generally are 
too late, so they haven't got an early warning system to control the silos and make sure that they 
have got a system to stem the bleeding before it gets too dramatic or actually hopefully prevent the 
injury. Um, so that's a big risk as you get from, from a sales point of view. So how do you build 
your business? And we at the moment are very flat. Um, and, and even in subsidiary companies, 
we are very flat, we are close to the ground. So, we've got an early warning system to tell us like 
one of these jobs are getting in trouble, we need to go and address it and figure out how are we go 
and sort it out.   
If you don't have that mechanism, you always got the risk of one of the silos going down. So, 
you've either got to build a business strategy that protects you. If one side falls down, the rest of 
the business carries them or you got to have a different management system that says, before that 
side falls over, I must be able to see it. And that's a very difficult strategy to implement. So that's 
something we looking at right now. As we gradually get a bit bigger, you tend to find, you naturally 
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tend to stop silo if it just gets too big. There I sit in a box shuffling paper. So, I've got too remote 
from the coal face. Uh, and so you, you've got out of the system and you have got to have people 
that are strong enough to manage that whole process that if you are remote from the coal face, you 
must have confidence in that sitting around that they actually are top-notch okes and that that 
warning system as soon as that alarm goes, they're not going to try and hide it or put the fire out or 
delay the decision that you're going to - You're going to have the openness of the relationship with 
the flatness of structure that we all get stuck in and sort the problem out before we get into trouble. 
And that's the strategy that I think we've got, we sort of - we haven’t got boxed roles and anybody 
that comes in here from the outside tends to battle a bit because you've got to entwine your roles 
so that there is a little bit of cross pollination and checks and balances in place.   
So that means you've got to trust the guys you work with very implicitly. So, there's a big trust 
relationship and you must be able I can go do the other directors or contract managers’ job to drive 
his job or vice versa and challenge each other. And say now there is something that's wrong here 
and this is where the problem is. And then once you've got that, you've got to risk mitigation 
system. OK. So that's it, that's not necessarily this, but it's a way you have to manage your growth, 
otherwise you're going to get, you can get into that risk. Anybody can. I mean, you can as well. 
INTERVIEWER:    That’s what's been happening to all the big companies that have gone under 
now. 
INTERVIEWEE:    And you can never be too gung-ho about what happened to us and you will 
always be. The day you think you've arrived is the day you are in trouble. You always have to be 
on your toes?  
INTERVIEWER:    All right. No, that's great. That covers most of the questions. 
INTERVIEWEE:    But honestly it didn’t answer that question at all. I don’t think it answered the 
business strategy question at all. 
INTERVIEWER:    No, it doesn't have to – there is no exact way that you need to mention or 
strategy that you need to.  
INTERVIEWEE:    But if you look at it from a hybrid type, probably that’s where we are now. I 
mean, we are looking Africa, we are looking cross border. We looking at diversity, and we bought 
concrete companies, so we moved strongly into civils concrete and it is a big drive. I mean we've 
got more guys working in a concrete division than in the roads at the moment. No, but that’s not 
division and that's the difference. We all work together. We all the contract managers, directors, 
myself, and site agents, etc, so there’s no Ooh! you're in that division, look after this little kingdom, 
just let’s all get a title. That's the difference. The guys are all of equal value. Um, I don't know that 
gives your - 
Appendixes 
122 | P a g e  
 
INTERVIEWER:    No, that's perfect because I'm not looking for like strict out of a textbook answer. 
So that's um, and last question is just is there anything else that you feel worth mentioning about 
the current industry and any of the topics that we discussed? Too much fuel could help too, or the 
research. Well, anything else people should be focusing on towards the future? 
INTERVIEWEE:    I think the future of the country, whether we like it or not has to be from more 
construction industry has to become more demographically balanced. OK. Why are we going to 
balance it now, I'm not sure what the right way? It should, it should come through organic growth 
system. We should have a guy that's a student that goes through a program and gets and the 
stronger guys become site agents, contracts managers in that whole process. 20 odd years down 
the track, we should have gone through that recycling, we should have more and more black 
engineers come into the system. It's not working out there. And I think legislation is inhibiting that. I 
think honestly, I think legislation is actually more of a hindrance than a benefit. It goes instead of 
the real top end black guys coming through the normal traditional business structures, um, they are 
actually too early trying to start their own thing, they haven't got the exposure and they fall over a 
couple of times. So, it's me, I am not saying BEE is completely wrong. I'm saying that the way BEE 
has been structured, is not necessarily the best order. I think if you don't have some sort of BEE in 
place, the companies will do squat. So, there's unfortunately a requirement to the BEE legislation 
otherwise the guys will just carry on as they are. But it should be in a slightly different frame. I 
would have a much heavier weighting on training and development, internships, building up. I'd 
have less of a focus on ownership at this stage and maybe over time though the ownership will 
naturally become a thing. But it is important, but I'd have a much stronger focus on training and 
development.  
INTERVIEWER:    Because it's more the chancers that are just jumping in at the moment instead 
of the actual guys.   
INTERVIEWEE:    Not only that, I mean we've had, I mean, you know the terminology that talk 
about the black diamonds, these guys coming who’s not an engineer, one of our engineers earns 
10 grand a month because he's a black diamond. He wants 20. Oh, you know, they say, well what 
value add does he give to differentiate and turn the product? Is he the same calibre as the guys 
that you paid a 10-grand salary to? So now I want you to differentiate it and now this is a premium 
because there's just simply not enough engineers going into the market for the demand and that 
causes a mismatch. So, it actually becomes a hurdle of the benefits. But I think in time I think it will 
change. Um, well – 
INTERVIEWER:    Unique to towards the rest of the world. So, there isn't a fixed system that we 
can just base it on, it’s something that needs to adapt as it goes.   
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INTERVIEWER:    All the other countries have it as well. Even in America, America is a BEE 
system, believe it or not, in their tendering They have a preferential procurement for war veterans, 
old military veterans, Red Indians, the indigenous natives. So, they have a BEE system. It also 
works and they have a preferential point to those BEE systems as well. Even in America. I mean, 
Canada's got it, a bit of our system came from the Canadian system. So, the Americans have got 
it. So, it's not the first time that has happened, quite a lot of countries in Africa as well. Um, it’s just, 
you would apply it in a different fashion in a manner that's best for the country.   
INTERVIEWER:    Is it possibly just put that in a rushed now – wanting the success of the thing too 
soon instead of it being a slow process where it actually builds up to where to properly function 
where it properly functions. 
INTERVIEWEE:     Where the industry is now with a lot of these big guys, if you have a good hard 
look at the demographics of the industry, your larger players or a lot of your players are close to 
51% black owned. So, the ownership thing has been almost addressed in the industry, but you 
have to look at your employment figures and you see a different picture. So now you've got black 
owned companies going white okes because the white okes are more efficient and you get so 
yourself, well why are the white okes more efficient? They're not naturally just clever, the schooling 
is a problem. There's not enough focus on the training and development. It's a cultural issue in 
terms of western culture versus African culture. Were we are more assertive and the other guys 
are more subservient? So, you've got to fix up that supply chain that fixed up this thing up here. 
But actually, in the actual nuts and bolts of their running of the companies, most engineers are still 
white, it's just the way it is. Um, and it's unfortunate. I mean, if you look at the throughput rates to 
the universities, it tells you that. I mean, UCT, we have say 10 students, two white guys. OK. The 
throughput rate for the white guys is roughly 50% so one white guy goes through. The throughput 
rate for the back guys is roughly 12%, one black guy in the industry. So, you've put in 10 guys at 
the bottom, you're getting two guys at the top and you split 50 50 you put it in the 80 20 split at the 
bottom. And that's the present dynamics going on. So, and it's not because the guys are stupid or 
anything. That's because of the basic education is really lacking, it’s a mess actually. So, some 
useless information for you.  
INTERVIEWER:    Everything is useful. 
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APPENDIX 11 – INTERVIEW FOUR TRANSCIPTION 
INTERVIEWER:    I’m going to record the interview just to make it easier. Then I don’t have to take 
notes or anything. OK. So just for introduction to the interview, can you give a brief overview of 
your work experience and how you think business is going at the moment for your company? 
INTERVIEWEE:    OK, I'm a director for this construction company and I’ve been working here now 
for 17 years. Um, my background is social studies and um, political affairs. Um, how it's going in 
the construction industry.  
INTERVIEWER:    For the company.  
INTERVIEWEE:    OK. So, for the company specifically, I think we are heading towards stressful 
times and the indicators for us is obviously the economy of South Africa and also the construction 
industry and what's been happening over the last two to three years. Um, the availability of 
contracts, which we are used to in particularly with SANRAL has dried out. OK. Hasn't been called 
really contracts being put out to tender, so you can only do work when work is out there. Right. And 
it seems that there just isn't sufficient work out there, which is actually resulted in a lot of the big 
listed companies closing, going under liquidation, more business rescue and actually all of them 
ending up in liquidation over the last few years. So, um, we are very weary that we need to keep 
our company lean and diversify. Oh. And by diversify, I mean we probably can't do what we've 
always historically down, build roads, build bridges. We have to start looking elsewhere. So, we are 
currently looking at expanding, um, logistically in terms of working outside the country, um, Africa 
specifically. And we've taken quite some bold steps in terms of ensuring the sustainability and the 
success of the company. So, we are in the middle of a merger, um, with a black entity. Um, there's 
nothing has been finalized yet. It's all still in the process. They are actually busy with due diligence 
at the moment. So, it's a black partner that will give us access to EPC contracts and to um, working 
in Africa, which is also very difficult in terms of just tendering. There's no - we have to do, it's like 
we need to rethink the way we've done business because we're just used to, we tender, we make 
sure we have a good BEE certificate. We make sure that we are on the proper cidb grading and 
make sure we tick all the criteria. So now it's just a different of thinking because BEE status and 
your cidb levels are not going to help you anywhere in Africa actually cause they don't even apply 
BEE. Now, it's a matter of kind of knocking on the right doors, um, having some kind of visibility in 
those particular countries in order to get work and actually reputation, make a name for yourself 
there.  So yeah, if that answers your question.  
INTERVIEWER:    Yeah, that's perfect. Um, then OK. The driving force of that section of my 
research that has been complete, I've got the list of the top six driving causes or from the results 
basically. So, in sequence of how they ranked are infrastructure development, political stability, 
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business confidence, diversity of available opportunities, market power and access to finance. OK. 
What is your view of these results and would you say that it's quite normal for the industry? 
INTERVIEWEE:    Is this how you have listed them as important?  
INTERVIEWER:    Yeah, this is the top six out of the – 
INTERVIEWEE:    Yeah, I wouldn't challenge them. I would probably have listed them the same.  
INTERVIEWER:  OK. And you feel it's quite normal for the industry or is it something that's 
developed over the last few years? 
INTERVIEWEE:    I think it is normal for the industry. Um, I think political stability is now quite 
important because it's actually quite a driving force in terms of investors and work etc. But 
previously when we were in a stable market, it was actually not that of a, it was important, but it 
probably wouldn't have ranked to um, to number two a few years ago. But I think it's probably 
reflective of where we are currently. Yes.   
INTERVIEWER:    And what would you say of these driving forces most influences for company?  
INTERVIEWEE:    Political stability is very, very important. And um, market power shift. OK. It's 
quite a, it's quite important, diversity of available opportunities and access to finance, you can't do 
anything if you don't have finance actually. You have to have a good some cash in the bank. 
INTERVIEWER:     Um, then moving on to the critical success factors, there’s also the top nine that 
ranked according to the significance. Um, bidding and tendering process, managerial experience 
estimating practices, profit margins, quality of workmanship. Cash flow management, project 
management skills, government policies and business management. Now basically the same 
question as the driving forces. Do you view that as – 
INTERVIEWEE:     I probably wouldn't put bidding and tendering as number one. Um, because like 
I said, we have to think differently. All I work will not probably be bidding or tendering. Some of 
them will be negotiated. Um, and just getting experience, um, in particular areas. Um, so I would 
probably move bidding down and business management higher. Managerial experience is very 
important. Estimated practices I'd probably put with the bidding, um, quality of workmanship, I think 
it's crucial. And then cashflow management, nothing if you can't manage your cash flow.  
INTERVIEWER:    And what would you say is the most important for your organization at the 
moment?  
INTERVIEWEE:    Business Management? Yeah. OK. How you strategically - the direction that you 
strategically going as a company I think is very important.   
INTERVIEWER:    OK. Next section, business strategy. So, um, the previous research that I've 
read up on, most of them say the most favourable business strategies are differentiation, focus 
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strategy, hybrid strategy or cost leadership strategy. Which one of these would you say is best 
suited for construction focusing on these critical success factors that you've spoken about?   
INTERVIEWEE:    I would say it's a combination of all of them. Um, but probably differentiation 
strategy. It is quite important because that's how your clients actually recognize who are the role 
players. Probably in the market where you're not tendering or it's not just a matter of price and um, 
BEE, it's going to probably be offering a good quality service, good ethical company, and a track 
record.  
INTERVIEWER:    OK. And is there any other strategy that you would implement that might be a bit 
different from these generic strategies that you feel might be more effective?   
INTERVIEWER:    No, nothing else comes to mind.   
INTERVIEWER:   And how would you describe your organization's current business strategy?   
INTERVIEWER:    I would say it's probably a combination between, differentiation strategy, hybrid 
and then some focused and cost leadership and that will be probably in terms of importance.  
INTERVIEWER:    OK.  And do you feel there is anything else worth mentioning about the 
construction industry or relative to any of the topics that we've discussed that you would like to 
add?   
INTERVIEWEE:    I think it's probably quite important to -, keep costs low. So, focus a lot on your, 
on profitability in order to be able to diversify because I don't think any company in the construction 
industry will survive doing what they've always done over the last - you know, just doing the same 
thing. Um, I think it's a time for change. I think it's actually an exciting time to change.  
INTERVIEWER:    What do you think are you guys doing differently that might be giving you a 
different edge?  
INTERVIEWER:     I would say diversifying is one thing. Although we we’re looking at options, but 
we've not successfully yet diversified. We still do, we actually still doing the same thing and we've 
got aspirations to diversify. Um, so what we've done in the current market without actually 
diversifying as yet is probably keep costs low, quality of the work, um, focus more on quality and 
kind of very, tight budgets. Um, controlling costs, I think has been as been our saving grace. It's 
been a real tight control of the costs and keeping the management structure mean and lean. 
INTERVIEWER:    OK, thanks.  
INTERVIEWEE:    You know, spit, you can be more agile to transfer into different spheres.   
INTERVIEWER:    Awesome. That's great. 
